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Brisk Demand For 
Strike Insurance 
From Textile Mills 


Notice of Rate Increase Brought 
Quick Action by Many Operators 
in East and South 


SOME OWNERS HOLDING OFF 
Feel That With Mills Shut and Fed- 


eral Aid Promised Chances of 
Violence Are Lessened 








Most fire insurance companies in New 
York early this week reported a fairly 
brisk demand for strike, riot and civil 
commotion insurance from mill owners 
along the Atlantic seaboard and in the 
South affected by the gigantic textile 
strike. Premium rates for this coverage 
were trebled by the companies as of Sep- 
tember 1, the date for the calling of the 
strike, and while this fact may tend to 
bring some let-down in the insurance de- 
mand for the time being, nevertheless it 
is expected that mill owners in states 
where violence occurs will apply for pro- 
tection from the insurance companies. If 
the strike continues for any length of 
time the insurance companies will be par- 
ticularly careful in passing on the appli- 
cations of late-comers so as to avoid ac- 
cepting sure losses. 


Some Mills Not Insuring Now 


Many millions of dollars of strike in- 
surance has been taken out this year 
by mill owners and manufacturers in dif- 
ferent lines of activity in anticipation of 
trouble. Brokers and agents on numer- 
ous large risks months ago successfully 
convinced their clients of the wisdom of 
obtaining strike and riot insurance in ad- 
vance of actual trouble and when rates 
were nominal. Other mill operators have 
preferred to await developments and so 
today scores of textile mills which have 
shut down rather than attempt to op- 
erate with strikebreakers are not carry- 
ing riot insurance on the theory they 
will not be the victims of violence. If 
the labor disturbances are prolonged and 
the.strikers start to attack all mill prop- 
erty then these latter mill owners will 
seek coverage. Silk mills in New Jersey 
and other states, which early this week 
had not closed down, were good buyers 
of strike insurance. ; 

Fieldmen reported to their companies 
late last week and this week that local 
agents are hard at work soliciting strike 
imsurance among unprotected mill own- 
ers in the affected areas. While a con- 
siderable percentage of these prospects 
have taken coverage others are inclined to 
hold off for a while. Many mill owners 
do not think there will be much violence 
aS apparently the government has de- 
cided to relieve the physical distress of 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


1782 --- 1934 


Time-tested Depression-proof 
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Efficient 
Income-Planning 


For the most effective writing of income insurance, 
knowledge of life situations cannot be too broad. Well, 
therefore, to keep both ears open when a domestic or 
any other situation is discussed, in which life insurance 
either had been employed, or would have been a savior. 
Accumulated knowledge of life situations enables the 
underwriter to expand the picture which his prospect 
draws of domestic circumstances and of his protection 
problems. “That’s true—I never thought of that!” his 
prospect will say, and his respect for his interviewer 
goes up. Then, from this storehouse, a strong motivat- 
ing story in many cases will quickly bring the name to 
the sacred line. What is still better, such an under- 
writer is able to devise an income plan that with cer- 
tainty will carry out the prospect’s purpose, and will 
shut the door against the emergency unforeseeable to 
the Agent who knows little of life. 


An unstudied, makeshift, hand-me-out income plan 
may have as little value as a small, insufficient single- 
sum settlement. Income-planning requires knowledge 
of life, and of product, and the use of an underwriting 
conscience. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square PHILADELPHIA 
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National Life Of 
Vermont To Become 


National Advertiser 


Latest To Join Increasing Ranks of 
Companies Doing General 
Advertising 
STRESS COMPANY IDENTITY 


Montpelier Company’s Interesting 
History of 84 Years; Appoint 
N. Y. Advertising Agency 





National advertising will be used by 
the National Life’ ef Vermont this fall 
for the first time im its history, agents 
at the in Montpelier last 
week were informed by Vice-President 
John M. The company has 
freqvent local newspaper 


convention 


Thomas. 
made use of 
advertising 

This is the life 
pany to join the increasing ranks of those 


lates insurance com- 
advertising on a nation-wide basis. 

There are now forty-two life insurance 
companies in the United States which 
include the word “National” as part of 
their title, and it is planned to stress the 
identity and background of the National 
of Vermont which is eighty-four years 
old and was founded by the father of the 
famous admiral, George Dewey, who won 
the Battle of Manila. 

Although the plans are under home 
office direction the advertising will be 
placed through the New York Cit: ad- 
vertising agency of Richardson, Alley & 
Richards. Courtland N. Smith of that 
company was present to explain to the 
agents the program which will probably 
include space in Time Magazine and the 
Saturday Evening Post. 

Issues Souvenir Facsimiles of First 

Policy 

Among several souvenirs of the con- 
vention the National Life got out in fac- 
simile the first policy which the company 
issued on January 17, 1850. At that time 
the country was experiencing a continu- 
ance of the 1849 gold rush to California. 
While many New England Yankees were 
business to 
rough it the West in 
search for gold, there was a group of 
none-the-less hardy citizens of Vermont 
who sought their security and that of 
their dependents in a manner which was 
comparatively new and somewhat ad- 
venturous, but much more certain than 
prospecting for gold. They organized 
for lite insurance, founding the National 
Life. The first policy written by the 
company was on the life of Daniel Bald- 
win, himself an outstanding figure in the 
insurance business, being the founder and 
fourth president of the Vermont Mutual 
Fire. Thus the first life insurance policy 


leaving their homes and 


romantically in 


(Continued on Page 13) 
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TENTH YEAR 
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NEW YORK CITY 


THE KEANE-PATTERSON AGENCIES 


THE MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


100 E. 42nd Street 
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The PRICELESS ASSET of the 


By C. Vivian Anderson 


President, National Association 
of Life Underwriters 


During the past few years there has 
been a great deal of talk about salvag- 
ing the older man in the business; and 
many comparisons of how his business 
has decreased while the new man has 
made great strides in production. I am 
wondering if the trouble is that the old 
agent has become stagnated, because he 
has not been thinking about his job as 
much as he should, because he does not 
fully appreciate that by reason of his 
being an old agent he thereby possesses 
a most priceless asset, his coterie of old 
policyholders whose situations have 
changed, whose demands have increased, 
and whose conceptions of what life in- 
surance can do for them have been 
greatly enlarged by their own, recent, 
personal experiences. 

A recent survey of the amount of in- 
surance now on an income basis com- 
pared with the amount of insurance in 
force in all companies indicates that un- 
derwriters have scarcely begun to realize 
the need, much less the possibility, for 
development in this field of our business 
alone. The revision of income options, 
which have become obsolete, because the 
depression forced the insured to borrow 
on his policies, and some constructive 
work with old policyholders to show 
them the advantages of placing their in- 
surance under one of the income options, 
I am satisfied would lead to the sale of 
much additional insurance. 


A Misconception 


There is no doubt, but that most bene- 
ficiaries consider insurance received in 
a lump sum as income, and this miscon- 
ception leads them to dissipate the prin- 
cipal in a very short time. Some study 
of the men with whom you are dealing 
will make it possible for you to convey 
this thought to him without giving the 
impression that you feel his wife is in- 
competent to handle the money which 
he is going to leave her.” The minute 
insurance is placed on an income basis 
the insured is in a more receptive mind 
to buy additional amounts because he 
realizes how pitifully small the income 
will be from most any amount which he 
may be carrying at the present time. 
Selling the amount of income which the 
policy will provide rather than the face 
amount of the policy will produce larger 
sales for the agent, as well as greater 
benehts for the beneficiaries. 

The man who five or six years ago 
arranged his insurance to pay his wife 
one hundred dollars a month for twenty 
years certain and as long thereafter as 
she may live will be startled to find that 
the loans on his policies have substan- 
tally reduced the amount of income, 
which can only be replaced through the 
addition of new insurance, because very 
€w men are in a position to begin re- 
Payment of the loans on their old insur- 
ance. If the income option calls for a 
definite amount of money until the prin- 
cipal and interest are used up the wife 
will get the definite amount but loans 
may materially shorten the period, so 


that the income will cease two or three 
years before the insured had intended. 


A Service Well Worth Rendering 


If the insurance is under an interest 
option and the insured is not able to add 
additional insurance or repay the loan, 
it might be well for the time being, to 
re-draw the income option to provide 
twenty installments certain and as long 
thereafter as the beneficiary may live. 
The company may even be willing to 
provide that, when the loan is repaid 
and the original face amount of the in- 
surance is intact, the option will auto- 
miatically change back to the original in- 
terest option. This is a service well worth 
rendering, because it forces the old agent 
to call on his policyholders, thus keeping 


in constant touch with their present 
needs. 
Hand in hand with the income idea 


came the so-called clean-up fund which 
was made to produce money to take care 
of cash requirements incident to a man’s 
death. Just as there is an opportunity 
to place more of the present insurance in 
force on some form of income option or 
to sell additional insurance in order to 
restore the original amount of income, 
or in many cases to increase the amount 
of income, just so there is an immediate 
demand for a survey of the so-called 
clean-up fund. As we emerge from the 
depression the insured will no longer be 
able to say that the amount of insurance 
which he carries is adequate for his pres- 
ent needs. because as production costs 
go up and prices of commodities increase 
the necessity for larger incomes will be 
the order of the day. 


If Insured Should Die Before Any 
December 15th 

In talking before various groups of in- 
surance men I am astonished to find that 
in setting up the clean-up fund little or 
no attention whatever has been given to 
the balance of the income tax install- 
ments which the estate must pay if the 
insured’s death should occur before De- 
cember 15 of any year, and the income 
tax which has accrued on current income 
during the current year, nor has much 
attention been given to tax on any prop- 
erty, real or personal, which the insured 
is obligated for during the ensuing year. 
The suggestion of small amounts of in- 
surance to cover these liabilities ofttimes 
proves to be the entering wedge for a 
complete revision of a man’s insurance 
estate which ultimately produces more 
business. 

The clean-up fund has always con- 
tained an item for estate and inheritance 
taxes. Even a cursory study of the fed- 
eral estate tax law passed in 193 will 
show that very few policyholders have 
sufficient money set aside for estate 
taxes, although the estate may have 
shrunken considerably. Then, too, the 
insured has no guarantee that he is going 
to die while his estate 1s in a shrunken 
condition; and, if he does, the ability to 
raise cash may be nil. Not only that, 
but the average man thinks of his estate 
in terms of its potential value, and in- 
surance to pay administration costs 
should be sold on the basis of appraisal 
of his estate under more favorable con- 
ditions than at present. | 


Thinks Wave of Temporary Insurance 


Will Recede 
Some men do not care to disclose the 


Veteran Agents 





C. VIVIAN ANDERSON 


present worth cf their estates, or even 
what they think they will be worth. By 
estimating the amount yourself and theu 
giving the man approximately the cost 
of administering an estate higher than 
that which you estimate his to be, and 
one lower in value, the prospect will in- 
variably ask the cost of an estate which 
will approximate his own. This same 
principle can be used in getting a man 
to state the amount of income on which 
he thinks his family can live after his 
death, by getting up a proposed plan 
for income very much lower than you 
know will be required to maintain his 
family. The minute the prospect dis- 
closes.the fact that his family cannot 
live on the small income he will go with 
you on an effort to build up a larger 
income. 

Personally, I have always favored in- 
surance of a permanent nature which 
would produce income in event of pre- 
inature death as well as income in old 
age. I am satisfied that the wave of 
temporary or term insurance and retire- 
ment annuities, which has swept the 
country, will soon subside. I have no 
quarrel with temporary protection when 
it is part of a program which will even- 
tually become permanent; but when the 
agent sells term insurance because it is 
the line of least resistance, the man buys 
without realizing that it is not a per- 
manent program and the result will be 
an unfavorable reaction in the years to 
come. It is a situation similar to that 
of the man with coverage under a group 
contract, who has looked upon it more 
or less as a permanent program, and 
therefore did not buy other insurance, 
because he felt secure in his position 
with the company and considered his 
group protection adequate. When he ar- 
rives at fifty-five or sixty, he realizes 
that he has only temporary coverage and 
the cost of permanent insurance at his 
attained age is practically prohibitive. 
A Comment About Retirement Annuities 

There is no doubt that a good many 
agents have been able to make ends 


meet through the sale of retirement an- 
nuities on an annual payment basis, but 





for the most part these contracts have 
been sold on the basis of savings ac- 
counts rather than retirement funds, and 
the first time the man feels the need of 
a new car or the wife a fur coat, the 
company will be called upon to cash 
these contracts, to say nothing of the 
demand for cash of these contracts in 
event of another depression. It would 
have been far better for the agent to 
specialize in long term endowment con- 
tracts in order to create income in old 
age, because this type of contract will 
probably not be surrendered as readily 
for cash, because the insured cannot do 
so without also ¢estroying the protection 
feature. One o the big reasons for the 
enormous amount of legal reserve life 
insurance in force today is that its sur- 
render would eliminate protection for the 
family or the man’s own old age. 


Personally, I have hoped that instead 
of putting out various types of special 
contracts of a more cr less competitive 
nature and temporary in their make-up, 
the companies would stress the value of 
permanent forms of insurance which in 
the long run would be more beneficial! 
to the insurance public, and, therefore, 
more beneficial to the agency force. In 
my conversation with agents and general 
agents all over the country I am satis- 
fied that there is too much selling of 
policies or contracts, rather than a defi- 
nite effort to determine the needs of the 
prospect and to sell coverage to protect 
those needs, regardless of the kind of 
contract or the net cost. Once a man 
realizes that there is a method whereby 
he can satisfy the needs which exist the 
question of how much it will cost to do 
the job is a secondary matter, and oft- 
times a man will curtail some other ex- 
penditure in order to carry out a pro- 
gram which he feels wil! give him, among 
other things, freedom from worry. 


Old Policyholders 


It seems rather elementary to be talk- 
ing to older agents about the value of 
calling on old policyholders with the 
hope of being able to render some services 
which will ultimately lead to new busi- 
ness, but I have found that a good many 
men discount the ability of old policy- 
holders or their desire to own more in- 
surance, whereas some new agent steps 
into the picture and sells the policyholder 
on an idea of changing beneficiaries, ar- 
ranging his present insurance on an in- 
come basis, changing premiums from 
quarterly to half-yearly or yearly, set- 
ting up a plan for the reduction of loans, 
changing the form of policies where the 
old policy does not meet the man’s re- 
quirements at the present time, pointing 
out the value of taking insurance payable 
to some charitable organization or col- 
lege rather than having his general es- 
tate disturbed by the payment of an 
amount which he wishes to give in this 
manner, arranging premium payments so 
that they are more convenient and less 
of a burden on the insured, showing the 
insured the value of bringing his will 
up to date especially if he has moved 
from one state to another, and rendering 
many indirect services for men who have 
moved into the territory from some other 
locality such as introducing the policy- 
holder to a golf club, or helping him get 
located in the proper section of town 
where he will feel at home and be among 
congenial people. 
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Joseph B. Eastman to 
Be A. L. C. Speaker 


RAILROAD SITUATION TOPIC 





Program for Annual Meeting Being 
Completed; Many Insurance Execu- 


tives Will Be Heard 





Joseph B. Eastman, Federal co-ordi- 
nator of transportation, will speak at the 
American Life Convention annual meet- 
ing at Edgewater Beach, Chicago, Octo- 
ber 8 to 12, according to the preliminary 
program for the convention, which will 
be the twenty-ninth held by that body. 
His subject will be the railroad situa- 
tion, of great interest to insurance com- 
panies because of their railroad bond 
holdings. : ; 

The program committee, chairman of 
which is Gerard S. Nollen, president of 
the Bankers Life of Iowa, has not com- 
pleted the final program but among’ fea- 
tures already scheduled are these: 


Arthur B. Wood to Discuss Permanence 
of Institution 


On the morning of October 10, Arthur 
B. Wood, president of the Sun Life of 
Canada, will speak on: “Permanence of 
Life Insurance.” It will mark his first 
appearance before the convention since 
he was elevated to the. presidency of the 
Sun Life, the largest of the Canadian life 
companies. 

Dr. Frederick L. Bird, director of mu- 
nicipal research for Dun & Bradstreet, 
Inc., New York City, a national mercan- 
tile agency, will speak on “Municipal 
Bonds.” Prior to joining the Dun & 
Bradstreet organization Dr. Bird was on 
the staff of Columbia University in New 
York City, being professor of municipal 
administration. He is regarded as an in- 
ternational authority on the subject he 
will discuss at the American Life Con- 
vention meeting. 

The third speaker for the afternoon of 
October 10 will be Dr. H. W. Cook, vice- 
president and medical director, North- 
western National Life Insurance Co., 
Minneapolis, Minn. He will discuss “Un- 
derwriting Trends.” 

The speakers on October 11 will in- 
clude Albert W. Sherrer, vice-president 
of the Lord & Thomas Co., on “Adver- 
tising for Life Insurance Companies,” 
and E. E. Cammack, vice-president and 
actuary, the Aetna Life. Mr. Cammack’s 
subject will be “Life Insurance, A Co- 
operative Enterprise.” 

On the morning of the opening day of 
the main body of the convention there 
will be the customary address by the 
president of the American Life Conven- 
tion, who this year is Francis V. Keesling, 
vice-president and general counsel, West 
Coast Life, San Francisco, and also the 
annual report of the manager and gen- 
eral counsel, Col. C. B. Robbins. 





Union Central to Resume 
“Roses and Drums” Program 


When “Roses and Drums,” the Union 
Central Life’s weekly radio program, is 
resumed this Sunday at 5:00 p. m. East- 
ern Daylight Saving Time, it will be 
going out over a different radio network, 
one of the National Broadcasting Co. 
chains. The performances will originate 
in the studios of WJZ, Radio City, New 
York, and will be carried by a number of 
other stations including WBZ, Boston; 
WENR, Chicago; WLW, Cincinnati; 
WBAP, Dallas-Ft. Worth; KDKA, Pitts- 
burgh; WHAM, Rochester, N. Y., and 
WOAI, San Antonio. There will be 
twenty-five stations in all. 

The broadcast will resume the story 
of its Civil War characters where it left 
off last June, and the cast of actors will 
again include Guy Bates Post as General 
Grant. Helen Claire and Reed Brown, 
Jr., will be Betty and Gordon, while John 
Griggs, leading man of the Broadway 
production of “She Loves Me Not,” will 
resume his Sunday evening role of Randy 
Claymore. 


Mathus’ Third Book Issued; 
Title Is “More Sales” 


The third book by Kennilworth H. 
Mathus, editor of publications of the 
Connecticut Mutual Life, is _ entitled 
“More Sales” and has been published by 
the Mutual Underwriter Co. of Roches- 
ter, N. Y. 

“More Sales” is all in story form, in 
contrast to the author’s first two books, 
of which “The Eyes Have It” was all 
visual and “Fifty Interviews—Fifty Sales” 
was all dialogue. Mr. Mathus obtained 
material for the book during 55,000 miles 
of travel around the country and inter- 
views with hundreds of agents. 

The new work is divided into three 
parts, each a book in itself. Book One, 
“Before the Sale,” treats, through the 
case method of analysis, prospecting, ap- 
proach and buying motives, organized 
sales talks, planning and time control, 
and objectives and mental attitude. Book 
Two, “During the Sale,” discusses the in- 
terview, programs and audits, objections, 
attending to details, closing, and being 
persistent. Book Three, “After the Sale,” 
takes up service, conservation and re- 
newals, and developing an identity of 
your own. 





LINCOLN ANNIVERSARY PLANS 

A. L. Dern, vice-president of the Lin- 
coln National Life, in a message to the 
field men announced that the company 
proposes to celebrate its thirtieth anni- 
versary next year with a home-coming 
followed by a cruise of the Great Lakes. 
Five men have already qualified for the 
convention. 


Office Management Ass’n 
To Meet in Hartford 


PRELIMINARY PROGRAM READY 





Governor Cross, James Lee Loomis, 
Commissioner Dunham, H. A. Hopf 
Among Speakers for Meeting 





Problems occasioned by the national 
recovery program now under way will 
be among those to be taken up by the 
Life Office Management Association 
when it holds its eleventh annual confer- 
ence at Hartford October 1, 2 and 3. The 
four member companies of the associa- 
tion in Hartford will be hosts. They 
are the Aetna Life, Connecticut General, 
Connecticut Mutual and Phoenix Mutual. 
Although hotel headquarters will be the 
Bond, the sessions will meet on succes- 
sive days in the Aetna, Connecticut Mu- 
tual and Connecticut General home of- 
fice buildings. 

Gov. Wilbur L. Cross is expecied to 
open the convention, and will be fol- 
lowed by the president of the associa- 
tion, George W. Skilton, comptroller of 
the Connecticut General, who will read 
a paper on “Co-operative Management 
Research in the Life Office.” 


Donald G. Mix to Report for Joint 
Committee 

The Monday afternoon session will be 
opened with an address by Dr. E. Van 
Norman Emery, medical director of the 
Connecticut Society for Menial Hygiene, 
on the subject, “Mental Hygiene in In- 
dustry.” 

For several months a joint committce 
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of the L.O.M.A. and the Life Insuraneg 
Sales Research Bureau, under the direg 
tion of Donald G. Mix of the State My 
tual, has been making an intensive st 
of conservation activities. The results of 
the study will be presented by Mr. Mix 
and will have particular reference fg 
home office reinstatement procedure and 
the persistency of replaced business, 
Tuesday’s sessions will be opened with 
an address by James Lee Loomis, pregie 
dent of the Connecticut Mutual. Job 
rating as applied to life office personne 
will be discussed by G. A. Drieu, assist. 
ant secretary of the Connecticut Gen 
eral: Miss Marion A. Bills, assistant sec- 
retary, Aetna Life, and Miss Elisabeth 
O’Rourke, personnel director, Lincola 
National. Each member of the commit- 
tee, under Mr. Drieu’s direction, will pre- 
sent a different phase of the subject. 


Committee Report on Auditing 


Tuesday afternoon a committee under 
the direction of John H. Domelle, sec- 
retary, Canada Life, will present papers 
on the subject of “Home Office Auditing 
by Company Staffs and Outside Audi- 
tors.” The subject of “Branch Office 
Budgetary Control and Cost Analysis” 
will be presented by Herbert N. Hamil- 
ton, assistant superintendent of agencies 
of the Union Central Life. 

Wednesday’s sessions will be opened 
with an address by Harry Arthur Hopf, 
president of H. A. Hopf & Co., on the 
subject, “Measuring Management.” This 
will be followed by a committee report 
presented by the chairman, Sydney A. 
Smith, secretary of the Penn Mutual, on 
the subject, “A Cost Study of Policy 
Loans.” The study has been made 
through the co-operative efforts of the 
eight members of the committee from 
cost data submitted by the respective 
companies. 

John M. Avery, attorney, National Life 
of Vermont, will present an address on 
“The Legal Background of Life Insur- 
ance Transactions.” The conference pro- 
gram will be brought to a close by Col. 
Howard P. Dunham, Insurance Commis- 
sionér of Connecticut, with an address 
on “The Importance of Conservation.” 


To Visit Home Offices 


The member companies in Hartford 
have extended invitations to those attend- 
ing the conference to visit their home of- 
fices while in Hartford. Wednesday 
afternoon of the three-day meeting has 
been set aside for this purpose. 

Other committee reports will be on 
“Home Office Expenses,” R. R. Combs, 
Massachusetts Mutual, chairman ; “Home 
Office Methods of Handling Annuities 
and Supplementary Contracts,” R. > 
Rust, chairman, Union Central. John 
Marshall Holcombe, Jr., will appear 
briefly for the Research Bureau, of which 
he is manager. 

The speaker on “Some Economic As- 
pects of Life Insurance Under the New 
Deal” has not yet been announced. Chair- 
men of sessions will be James B. Slim- 
mon, secretary, Aetna Life; Harold F. 
Larkin, vice-president, Connecticut Mu- 
tual; George W. Cheney, assistant sec 
retary, Phoenix Mutual, and President 
Skilton. 

A banquet will be held on Monday 
night at the Wampanoag Country Club, 
and an exhibit of new office machinery 
will be given Tuesday night at the Bond. 
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' Arthur Jordan, Postal 


Life President, Dead 


HAD MANY PHILANTHROPIES 





Came Into Life Insurance Business, But 
One of Many Interests, Through 
His Investments 





Arthur Jordan, president of the Postal 
Life and the Postal National Life, New 
York, who died at the Doctors Hospital, 
New York, Monday night in his seventy- 
ninth year, came into the life insurance 





ARTHUR JORDAN 


business through his investments in in- 
surance company stocks, this being but 
one of his many and varied financial 
interests. 

Born in Madison, Ind., he established 
while yet a young man the Arthur Jor- 
dan Co., wholesale dealers in poultry, 
eggs and butter. He also formed a chain 
Mf grocery stores and among other in- 
terests were the Keyless Lock Co., In- 
ternational Machine Tool Co., Printing 
Arts Co., International Printing Co. and 

imber of other diversified businesses. 
Jordan had many philanthropic 
interests on which he is said to have 
spent more than $4,000,000 and he gave 
substantially to colleges, among them 
Butler University, the Jordan Conserva- 
tory, the Jordan Foundation, Metropoli- 
tan School of Music and the Indiana 
College of Music and Fine Arts. Before 
becoming president of the Postal Life in 
1931, succeeding William R. Malone, Mr. 
Jordan had been president of the Meri- 
dian Life of Indiana. 

Mr. Jordan’s second wife, Mrs. Alice 
Boyer Jordan, whom he married two 
years ago, survives him. His first wife, 
who was Miss Rose Burke of Indianapo- 
is, divorced him many years ago. 

The burial will be Saturday morning 
at Indianapolis and all officers and di- 
rectors of the Postal Life have been des- 
ignated as honorary pall bearers. C. H. 
Jackson, Postal Life vice-president, and 
M. J. Denda, Postal National Life vice- 
resident, leave New York today for In- 
Gianapolis to attend the funeral. 








FAREWELL DINNER TO DARBY 


]. Mortimer Darby, who retired last 
week as general agent for the Massachu- 
setts Mutual Life in Philadelphia after 
serving in that post since 1918, was feted 
y his associates at an all-afternoon-and- 
tvening affair at the Overbrook Golf 
Club, which concluded with a dinner at 
which S. O. Smith, a member of the 
agency, was toastmaster. Among others 
Present were James C. Behan, vice-presi- 
dent of the company; John F. Davies, 
Baltimore general agent, and Henry W. 
Abbott, Pittsburgh. Mr. Darby’s resig- 
nation was under doctor’s orders. He is 
Succeeded by Millard R. Orr, new presi- 
‘nt of the Philadelphia Association of 
Life Underwriters. 




















Dreams Are 
Worth Mhile 


But only when they are reinforced 
with action! 


Virtually every progressive step taken by 


man once was the dream of the idealist. 


Vision, if you will, that Utopian day when 
every man, woman and child will be 
adequately protected by Life Insurance. 
That is a worthy ideal. 


But don’t stop there. Work to bring it about. 


It will pay! 





Che Prudential 


Insurance Company of America 


Epwarp D. DurFie.p, President 


Home Office, Newark, New Jersey 




















Investments of Italian 
and German Companies 


MORTGAGES AND GOVERNMENTS 
Disposition of Assets Influenced by State 
in Both Countries; Showings 
of Recent Reports 


By H. ]. Werder 


The disposition of invested assets of 
German and Italian insurance companies 
is particularly interesting due to the fact 
that in both these countries governmen- 
tal policy has a strong influence on in- 
vestment policies. 

The following table for Germany is 
taken from a recent number of Neu- 
mann’s Zeitschriit, a leading German in- 
surance weekly, and the Italian figures 
were published in the annual report and 
balance sheet for 1933, recently published 
by the Istituto Nazionale, the Italian 
government operated company, which 
works tn free competition with private 
enterprise. 

The following figures for Germany are 
in Reichsmark (1 RM equal to about 
U. S. forty cents) and show the status 
as of April 30, 1934. 

The total amount invested for sixty-six 
private and eighteen state companies is 
as follows: 











Private Cos. State Cos 

Total invested ...... 3,048,800,0U0 455,500,000 
in morigages ....... 1,666,6000,000) 252,800,000 
MDGS cictes ) 
Luans t pi 

cvuunt and 

WEIS <6 in iccu tens 274 
Log bank de 

posit None 21,3 
Poiicy 42 
Real in 1 i 

fo ihese hgures must be added tor 


private insurance 408,900,000 in values 


subject to revaluation; this amount con- 
sists Of mortgages to the extent of J&9Y,- 
700,000; bonds 36,900,000; loans 1 prov- 
inces, etc., 30,100,000 and policy loans 11,- 


800,000. 
Istituto Figures 
The Italian figures cover only the Isti- 
tuto; they are in Lure (equal to 82 
cents U. S. A.): 


Pe 
Amc entage 

Tota vests 713, 2 
In real esta 8 41 
Mortgage aa 3 4 
Government I 

cial bonds . 81,73 2 3 
Communal loa 18,54 23 
Loans « mi 8g 4 3,41 3.93 
Guaranteed lo to sur 

dry public be 
Policy loans 2 2 
Participat I c 

ne ° 
Due on subscribed share 

ae - : 87,146,503 2.35 
Sundry debtors ........ 212,829,102 7 


The schedule of investments in bonds 
shows under foreign investments French 
government and colonial bonds of Hun- 
gary and Austria, alsc of South Ameri- 
can Republics, where the Istituto trans- 
acts business and has to make deposits 
in prescribed securities. 


SOMERVILLE GIVES REPORT 

Improvement in the company’s invest- 
ment position and a falling off in the 
demand for policy loans was reported by 
W. H. Somerville, general manager of 
the Mutual Life of Canada at the con- 
vention of the company’s leading under- 
writers just concluded at Murray Bay 
Total assets were reported at $136,200,000 
at the end of June, 1934, a gain of $53, 
700,000; bond investments were high 
by $4,769,000. W. Carlisle, superintend- 
ent of agencies, reported gross new paid 
for business for the first seven months 
of 1934 as $5,464,000 ahead of the same 
period last year and insurance in force 
up by $2,800,000 


COMMERCIAL LIFE EXPANSION 

The Commercial Life of Edmonton has 
appointed two new branch managers 
Dwight Hulbert at Calgary and Robert 
H. March at Saskatoon. New business 
written in the first seven months of 1934 
was 70% above the total for that period 
last year. 





To Review “Years Are 
Long” For The Gold Book 


STEVENSON MUCH IMPRESSED 





Volume Shows Plight of Family When 
Old Father Loses His Position; 
Josephine Lawrence Author 





When John A. Stevenson of the John 
A. Stevenson agency, Penn Mutual Life, 
Philadelphia, read the novel, “Years Are 
So Long,” by Josephine Lawrence, which 
is the July choice of the Book-of-the- 
Month Club, he 
the 


said he regarded it as 


one of greatest arguments for life 





JOSEPHINE LAWRENCE 


written. 
he would 


insurance which has yet been 
Mr. asked if 
not write a review of the volume for The 
Gold Book of Life Insurance Selling 
which will be issued by The Eastern 
Underwriter on September 21. This 
he has done and it will be one of the 
leading features of the issue. 

The author of the book is a Newark 
woman. Since leaving school she has 
been on the staff of the Newark Sunday 
Call, where she edits the food, household 
and children’s pages under the general 
title of household service editor. She 
likes newspaper work because she be- 
lieves it keeps one in close touch with 
the mass of humanity. Having been 
brought up in a town where there is so 
much insurance atmosphere as Newark, 
home of two of the great companies, 
Prudential and Mutual Benefit, she nat- 
urally has been familiar with the need 
for insurance and the happiness brought 
by proceeds which have gone to benefi- 
ciaries. 

Got Idea From Letters to Legal 

Department 

For some time Miss Lawrence’s paper 
has maintained a department which an- 
swers legal questions. The greatest num- 
ber concern marital relations; the second 
most asked question is, “Do I have to 
support my parents?” or “Can my chil- 
dren be compelled to support me?” The 
steady flow of letters from bewildered 
old people and their children made her 
stop and think. What about the vital 
problem of dependent old age? Was 
there a solution? This thought was the 
germ from which at last emerged “Years 
Are So Long.” 

The book is a novel, poignant in its 
appeal, touching the life of every man 
or woman. High or low, rich or poor, 
everyone must some day face the ques- 
tion: “What do 1 owe my parents? What 
do they owe me? Should my children 
or my parents come first ?” 

The book presents the plight of an 
old couple when the husband loses his 
job and the future of the parents is dis- 
cussed by the children and the parents. 
It discusses the responsibilities of the 


Stevenson was 


ST I OE I 
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Endorse E. W. Owen as 


Secretary and Trustee 

Ernest W. Owen, Detroit manager for 
the Life of Canada, has been en- 
dorsed by the Qualified Life Underwrit- 
Association of Detroit to succeed 
himself as secretary and to become a 
trustee of the National Association of 
Life Underwriters in the elections at the 
Milwaukee this month. He 
been recommended for re-election 


Sun 


ers 


convention 
has 
by some twenty associations throughout 
the country. 

Mr. Owen has served two terms as 
secretary of the National Association, 
during the administrative years of 1928- 
1929 and the period now ending 1933- 
1934. He also served as national com- 
mitteeman for Detroit for fifteen years 
until his clection as secretary last year, 
and acted as general chairman of the 
committee that directed the National 
Association convention in Detroit in 
1928. 

He has addressed many local associa- 
tions, and has been active in local asso- 
ciation affairs for many years, being past 
president both of the Qualified Life Un- 
derwriters and the Associated Life Gen- 
eral Agents and Managers of Detroit. 
He has been engaged in life insurance 
work for twenty-seven years and has 
managed the Detroit branch of the Sun 
since 1913 with the exception of the war 
period.. Since 1920 his agency has aver- 
aged an annual production of $10,000,000, 
with a peak year of $18,000,000. 


parent and the responsibilities of the 
child. 

Mr. Stevenson has written a vivid re- 
view of “Years Are So Long,” the read- 
ing of which will stimulate thought among 
insurance agents and influence the con- 
tacts with clients and prospects and the 
discussions which follow those contacts. 


Canadians to Hear 
Reports of Committees 


CONVENTION IS 17TH ANNUAL 





Superintendents Will Review Uniform 
Insurance Acts and Hear Definition 
of Underwriting Classifications 





of the seventeenth an- 
nual conference of the Association of 
Superintendents of Insurance of the 
Provinces of Canada which will be held 
at the Admiral Beatty Hotel, St. John, 
N. B., September 11-14, discloses that a 
number of important committee reports 
will be made. 

The report of the standing committee 
on life insurance legislation will include 
discussion of statutory conditions in life 
insurance contracts and proposed amend- 
ments of the uniform life insurance act. 
Report of the standing committee on 
fire insurance legislation will consider 
the proposed amendments of the uniform 
fire insurance act. Report of standing 
committees on automobile insurance leg- 
islation will include enactments of 1934 
and proposed amendments to the uni- 
form automobile insurance act. There 
will also be a report of a standing com- 
mittee on automobile insurance standard 
forms. The special committee on credit 
and free insurance evils, will include a 
review of quarterly return of agents’ 
balances. There will also be reports of 
standing committees on valuation of se- 
curities, standing committee on annual 
statement, blanks and uniform definitions 
other than life. The latter report will 
discuss definition and interpretation of 
underwriting powers of fire, marine and 
casualty. 

Commissioner Dunham of Connecticut 
will be the formal speaker. R. P. Hart- 
ley is president of the Canadian provin- 
cial superintendents organization. 


The program 





GH 













RELIANCE LIFE INSURANCE COMPANY OF PITTSBUR 


Ask A. T. Cochran 
of Pennsylvania 


A Reliance Leader 


UNCERTAIN LIFE NEEDS 
CERTAIN PROTECTION 


‘ie first essential of life insurance is safety. 
There can be no assurance of protection without 
absolute certainty of the source of that protection. 
Reliance reserves, in and out of depressions— 
bulwarked by the soundness of invested assets— 


have consistently improved. 
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H. J. Johnson Agency 
Meets at Conneaut Lak 


FEATURES 





INCOME INSURAN¢; 





Wallis Boileau, Jr., Stewart Ander, 
Rene P. Banks Among Speaker;. 
Eric G. Johnson Program Manager’ 





Holgar J. Johnson, Penn Mutual gen. 
eral agent at Pittsburgh, recently gath. 
ered seventy-five of his agents at the 
Oakland Beach Hotel, Conneaut Lay 
Pa., for their second annual meeting g 
that resort. The company’s agency «. 
partment was represented by Superip. 
tendent of Agencies Wallis Boileay jt 
and Stewart Anderson, editor of public. 
tions. 

The program, devised by Associat 
General Agent Eric G. Johnson, was 3). 
most exclusively devoted to income jp. 
surance of various types. There wer 
excellent descriptions, illustrated by case; 
of the various options in the company’s 
regular options policies, and similar ¢e. 
scriptions and illustrations of contrac 
containing special income plans, especiall 
the Endowment at 65, which has becom 
enormously popular throughout the Pen 
Mutual’s entire field. 


Prosperous Year 


René P. Banks, Penn Mutual gener 
agent at Cleveland, was a guest speaker 
and gave an outline of some new income 
material which is to be presented at th 
company’s conventions to be held 
Swampscott, September 13-19. 

Various sports, such as mushball, ten. 
nis, golf, outboard motor racing, volley 
ball, horseshoe pitching, boating, swin- 
ming, sailing and fishing supplied the rec- 
reation, together with bridge and dancing 

The agency is having a_ prosperous 
year, with a sustained monthly gain over 
the months of 1933. Income insurance is 
being concentratedly pushed, and thre 
out of four of the policies sold are oi 
that type. 





PHENIX OF VIENNA GAINS 





1933 Report Shows Increase in New Bu:- 
iness and Premium Income; Group 
Insurance Ahead 
Substantial gains in every respect were 
evident in the annual report and balance 
sheet of the Phenix of Vienna for the 
year 1933 submitted to its annual gen 
eral meeting of stockholders late in July. 
The Phenix is one of the largest life 
insurance companies on the continent 
and does an extensive business outside 
of Austria as well as in that country. 
A part of the report gives the follow 
ing figures all of which are in Austfian 
shillings, equal to about twenty cents: 





1933 1932 
Insurance in force. ..3,060,117,316 2,685,748)0 
Premium income .... 176,924,335 150,512,097 
Security funds ..... 679,709,214 526,946,302 
New Ordinary life.. 526,123,819 429,610) 
New annuities ....... 1,761,608 1,741,208 


Group insurance, written in co-opel 
tion with the Metropolitan of New ¥ 
showed a decided increase in 193398 
compared with 1932 and reached a toll 
which is outstanding in view of the 
ly developed system of social insuraiitt 
which exists in all countries in 
the Phenix operates. : 

Reinsurance is written in conjunctio 
with the Prudential of London. In 193 
about 32.48% of the business was fet 
sured as against 36.27% in 1932 aa 
37.90% in 1931. 

Insurance in force is widespread wilt 
33.3% existing in Austria, 226% @ 
Czechoslovakia; 16.8% in Germially, 
14.5% in Hungary and Roumania and 
12.8% in other countries. : 


a ai 4) 


33> 2 218 28a aks 
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PAY FOR $14,317,190 

The Luther-Keffer Agency, gé 
agents Aetna Life, 100 William St 
New York City, have announced 
the agency paid for $1,447,400 during 
month of August, 1934. The total 
ness paid for by this agency for 1 
$14,317,190. 
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Home Names Hames as 
Rochester General Agent 


Weldon T. Hames has been appointed 
general agent for the Home Life of New 


York at Rochester, N. Y. 
Mr. Hames has been in the life insur- 
ance business for a number of years in 





HAMES 


WELDON T. 


both direct sales and supervisory activi- 
ties. He is a graduate of the University 
of Michigan and took up life insurance 
immediately upon completion of his col- 
lege work nine years ago, starting with 
the Aetna Life at Rochester. He was 
one of the leading producers from the 
outset and maintained a high standard 
of personal business. About two years 
ago he was appointed agency supervisor 
for the Massachusetts Mutual in the 
Rochester territorv, having charge of 
production in eleven counties. He leaves 
that post to become general agent for 
the Home Life in Rochester. Mr. Hames 
has been active in the Rochester Life 
Underwriter’s Association. 


NAT’L CONVENTION SPEAKERS 
Former Governor Kohler of Wisconsin, 
A. E. N. Gray, Vincent Coffin, J. A. 
Hammill and W. M. Stark Added 
Five additional speakers for the con- 
vention of the National Association of 
Life Underwriters at Milwaukee, Sep- 
tember 24-29, have been announced by 


Holgar J. Johnson of Pittsburgh, na- 
tional program chairman. These addi- 
tional speakers are former Governor 


Walter Kohler of Wisconsin; Albert E. 
N. Gray, assistant secretary, Prudential ; 
Vincent B. Coffin, superintendent of 
agencies, Connecticut Mutual; James M. 
Hammill, San Francisco, agent, Equitable 
Society, and William A. Stark, vice-presi- 
dent, Fifth Third Union Trust 

Chairman Johnson announces that Mr. 
Gray has been selected as the closing 
speaker on the program, a post for which 
Mr. Gray is well qualified because of his 
abilities and long experience as a speaker 
on convention programs. 

Mr. Coffin has also been selected to 
sum up the convention sessions. He will 
precede Mr. Gray in the last session of 
the Milwaukee program. 

James Hamill has had an interesting 
career as a life insurance man and he is 
an interesting personality as well. Start- 
ing as a part time agent while a law 
student, he made such a success that he 
continued in the life insurance business 
and has been one of the leading Equit- 
able producers. 





TRAYLOR TAKES SHAAL AGENCY 

The Equitable Society agency in Bos- 
ton under the supervision of the late 
Florence E. Shaal has been merged with 
the organization under the leadership of 
Fitzhugh Traylor, Boston. Mrs. Eleanor 
J. Felton, who has been with the Equita- 
ble Society for eighteen years, is unit 
manager and the entire group of wcmen 
formerly associated with Mrs. Shaal will 
function as a unit under her supervision. 
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ANTED 


Address, 





Competent woman with life insurance ex- 
perience to take charge of Prospect Bureau 


of large New York City agency. 


Must know life insurance business thorough- 
ly and be able to get along with people. 


State age, experience and salary expected. 


Prospect Bureau, 


care The Eastern Underwriter 
94 Fulton St., New York City 

















RETURNS TO HAMILTON 


Irvine E. Francis has returned to Ham- 
ilton, Ontario, from Detroit, where he 
has represented the Canada Life for sev- 
eral years. Mr. Francis will continue his 
personal underwriting in Hamilton and 
in addition will assist the managers of 
the Canada Life in training new repre- 
sentatives. 





HERCULES JOINS A. L. C. 

The Hercules Life, Sears, Roebuck & 
Co. organization which reinsured the Na- 
tional Life of the U. S. A., has been 
admitted to membership in the American 
Life Convention. 








COLONEL BERTHIAUME DIES 


Colonel Arthur Berthiaume, general 
agent of the Lincoln National Life in 
Botiineau, N. D., died suddenly last 
month at Brandon, Manitoba, where he 


was visiting friends and relatives. His 
death occasioned the first claim paid 
under the company’s Group insurance 


plan for field men. A native of Can- 
ada, he has been in the insurance field 
for the past forty years. In 1907 he con- 
tracted with the Pioneer Life of Fargo, 
N. D., as general agent in Fargo. In 
1917 when the Lincoln National took over 
the Pioneer Life he continued with the 
Lincoln as general agent. 
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to a good start. 


Guardian underwriters. 














Reports are now coming into The Guardian Life’s home 
office which indicate that the Field’s Fall Sales Drive is off 


Intensive sales efforts during the Spring and Summer of 
1934 were amply repaid — in increased earnings by all alert 


Now — with a really great record behind it, and with all 


of the many sales promotion efforts of the Company at its 
service, The Guardian Life’s Field Force is striding ahead— 


to bigger and better records. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 


50 UNION SQUARE 


NEW YORK CITY 
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McGEHEE SPRINGFIELD MANAGER 








Union Central Life Appoints Former 
Cashier of Home Office Agency to 
Head Branch Office 





Hugh McGehee has been appointed 
manager of the Springfield agency of the 
Union Central Life, the appointment hay. 
ing taken effect the first of this month, 

Mr. McGehee is a native of Washing. 
ton, Ind., where he was educated in the 
public schools, later attending the Uni- 
versity of Cincinnati. 

It was in 1916, upon leaving the Uni- 
versity of Cincinnati, that Mr. McGehee 
joined the Union Central as cashier of 
the Cincinnati agency. He remained jn 
that position for the next five years, with 


the exception of eighteen months, dur- | 


ing which he served in the army. 

In 1922 Mr. McGehee joined the home 
office staff of the Missouri State Life as 
traveling auditor. In 1928 he was trans- 
ferred to the agency department. The 
following year he attended the agency 
management school of the Life Insurance 
Sales Research Bureau. In his new post 
he returns to the Union Central. 





LEGAL PHASES OF SURRENDER 





Stanley K. Henshaw of Union Central 
Gives Conclusions at Meeting of 
Insurance Counsel 

Conclusions as to the legal phases of 
the surrender of life insurance policies 
were made by Stanley K. Henshaw, as- 
sistant counsel of the Union Central Life, 
in a paper before the International Asso- 
ciation of Insurance Counsel at French 
Lick Springs. They were: 

While there is a divergence of opinion 
among the courts as to the time when 
the acceptance takes place, and if the 
offer of the company is a continuing one, 
the contract is complete either when the 
surrender papers are posted or on their 
receipt. 

When a collateral assignment does not 
in terms permit the assignee to surren- 
der, to avoid difficulties the company 
should insist upon the insured joining. 

A company is justified in requesting 
a guardian to obtain an order of court 
if a policy is to be surrendered in which 
the ward has a vested interest. 

A life insurance company cannot be 
censored if it requires the insured to join 
with the corporate beneficiary in the sur- 
render of a policy made payable to said 
corporate beneficiary, on an ordinary pol- 
icy form, where all rights are reserved 
to the insured. To do otherwise would 
compel the company to be the arbiter of 
the facts which might lead to serious 
consequences. 





TAYLOR BROADCASTING 

James L. Taylor, head of the Penn 
Mutual Life’s Oakland (Cal.) _ office, 
which is a branch of the B. F. Shapro 
general agency in San _ Francisco, } 
broadcasting a series of four lectures on 
modern salesmanship over radio station 
KLX. He is chairman of the educa- 
tional committee of the East Bay Life 
Underwriters Association. 


SUN LIFE CHANGES 

E. M. Donnell, branch secretary of the 
Sun Life Assurance Co. of Canada al 
Calgary, Alberta, has been transferred in 
a similar capacity to Winnipeg. J. A 
Pogue will be acting branch secretary 
at Calgary. He became attached to the 
Toronto office eight and one-half years 
ago. James Isbister, at present manager 
of the Regina branch of the Sun Life, 
has been appointed manager at Calgary. 





STILL AGENT AFTER 50 YEARS 


J. C. Hall of Antigo, Wis., completed 
fifty years’ service as an agent of the 
New York Life last week, and at a din- 
ner given in his honor there was preset! 
a priest who had bought e policy from 
Mr. Hall forty-eight years before. Mr. 
Hall’s first client, now eighty years old, 
had planned to be at the dinner but was 
unable to come. Mr. Hall is still actively 
selling. 
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pointed John M. Purves manager of the 
Syracuse office. 
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Taking the First Step 


Life Insurance Salesman: 


“It is always a pity, Mr. Prospective Client, when a man draws the model of a 
house beyond his power to build it, but even at that drawing up a plan is better than 
having no plan at all for there is at least some hope that eventually a building will be 


put up. 


Creating a thing in part is certainly better than creating nothing. 


You never 


can tell what may follow when the first step is taken, especially when taking the first 
step in your case would mean so much to your wife and children and to all of your 


plans for the future.” 


Basic Words In Selling 


The entire definition of salesmanship 
hinges on the word “show.” It would be 
a good idea then to treat this word as a 
beginning and follow through to find out 
where it leads us. 

“Show: (1) To cause to be seen; pre- 
sent to view; exhibit; expose; (2) To 
cause to be understood or known; present 
to the intelligence ; 


say that an analyst is in effect a demon- 
strator, a demonstrator is in effect a sales- 
man, and a salesman is in effect a man 
that SHOWS—a need. We are back to 
our beginning: the word “show.” 

Logic, teaching, demonstrating, analys- 
ing, help the sale, are concomitants of the 
sale and very vital and necessary parts 

of the sale. 





explain ; reveal; 
tell; as, to show a 
way; (3) To cause 
to see or under- 
stand; guide; con- 


vince; as, | will terms of Now. 


Selling Thought for the Week 


Use your imagination; you are deal- 
ing with the shadows of the Future in 


Salesmanship 
shows the poten- 
tial prospective cli- 
ent an advantage 
through positive, 
moving words that 





Show you; (4) To 
cause to be ac- 
cepted by the judgment; make evident by 
logical processes; prove; demonstrate.” 

As you see there are a lot of meanings 
in the simple word “show.” The Mis- 
sourian with “You’ve got to show me,” 
is a stimulus to salesmanship. He offers 
certain results by his readiness to act when 
shown—there is a reward for the sales- 
man who can show. 

“Demonstrate. (1) To derive from ad- 
mitted premises by steps of reasoning 
which admit of no doubt; prove indubi- 
tably; as to demonstrate a proposition. 
Specific, To teach by exhibition of ex- 
ample; to point out; show; indicate; make 
clear.” 

Is not a salesman a demonstrator, let 
us look then at: 

“Demonstrator. One who proves or 
demonstrates in a convincing and conclu- 
sive manner. One who exhibits or ex- 
plains something or some process, as a 
teacher. Specific, one who shows the 
parts of a structure anatomically dissect- 
ed; as, a demonstrator in operative den- 
tistry or of anatomy; (2) A salesman 
who exhibits to customers the operation 
and possibilities of a machine or process.” 

3ut a good salesman is also a logician, 
a teacher and an analyst. He may not 
know he is these things because many 
salesmen get their results unconsciously; 
they could not tell you how they get them; 
their ignorance of the how, however, does 
not alter the how, and in a difficult sale 
you will see him utilize principles of logic, 
principles of teaching, principles of dem 
onstrating, and principles of analysis and 
synthesis. 

Take the word “dissect.” “(1) To cut 
apart or to pieces; divide into portions; 
especially to separate the parts of—in 
order to examine the structure ; anatomize. 
(2) To analyse and examine critically; 
discuss or examine in detail; as, to dis- 
sect a defense or a writing; or as, the 
dissection of an argument.” 

Note how closely the definition of “an- 
alysis” dovetails: 

“Analysis. The resolution of a com- 
pound into its parts or elements. The act 
of ascertaining, separating or unfolding in 
order the elements of a complex body. 
substance or treatise.” 

So you see logic, language, definitions, 





stimulate the pros- 
pective client to 
seize the advantage suggested, in other 
words shows a gain that it is an incen- 
tive to take. A life insurance salesman 
who could not show his prospective client 
a gain of some kind or character would 
not get very far. 

We come then to the basic word Advan- 
tage. It is defined as follows: ; 

“Advantage. (1) Any position, state, cir- 
cumstance, or the like, favorable to suc- 
cess, progress, health, or other desirable 
condition or end; superiority, as in posi- 
tion or place; a favoring circumstance; 
that which conduces to one’s benefit or 
gain; profit; improvement; in ethical use, 
that which concerns oneself or one’s per- 
sonal interest. Synonyms: Ascendancy, 
benefit, blessing, boon, gain, privilege, 
profit, service, success, superiority, utility, 
vantage. To use (any condition or cir- 
cumstance) as a means of profit, of prog- 
ress, or of affecting one’s purposes.” 

Your prospective client may it is true 
refuse a seeming advantage but he would 
hardly refuse that which his best judg- 
ment and reason told him was a true ad- 
vantage, 

Now what are “positive and moving 
words”? 

“Positive. That is, or may be, directly 
affirmed. Real; actual; existing. Laid 
down or uttered by positive authority. 
Not admitting doubt or denial; incon- 
testable; undeniable; certain; sure; as, 
proof positive. That which is capable of 
being directly and certainly affirmed.” 

Now note “Positivism. A way of think- 
ing that aims at and accepts only such 
propositions as are positive, as distin- 
guished from speculative, and are based 
upon ascertainable facts. Certitude, or the 
claim of certitude in knowledge.” 

We see that the good personal sales- 
man is under many conditions a positivist 
(limiting the term to business experiences, 
of course). “Positivity,” in fact, means: 
“Exactness in the scientific determination 
and statement of (business) phenomena.” 
And what does “exact” mean? “Accurate- 
ly or precisely conceived or expressed; 
characterized by definite knowledge or 
principle; strictly observant of accuracy, 
as, Abraham Lincoln was so exact in all 
his dealings that people called him ‘Hon- 
est Abe’.” 
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And now let us get an illustration ol 
“honest,” as follows: “One who is honest 
in the highest sense is scrupulously care- 
ful to adhere to all known Truth and 
right even in thought.” 

Now we are getting down to one of 
the great fundamentals of professional 
life insurance selling because our chain of 
definitions leads to “Truth.” Note these 
two illustrations: 

“The mind takes offense at every phe- 
nomenon of both inner and outer experi- 
cnce which appears to contradict that 
steadiness and constancy which it regards 


Psychology 


zg. F. ¢ 

To orientate yourself in psychology I 
suggest that you get the revised edition 
of “Psychology,” by Robert S. Wood- 
worth, Professor of Psychology in Co- 
lumbia University, published by Henry 
Holt & Co., New York. You will find 
there that “Psychology is a scientific 
study of the activities of the individual.” 
Naturally the activities of the individual 
as a whole would include his special ac- 
tivities when he buys or sells. Buying is 
a mental process, so is selling. In this 
connection there is an excellent chapter 
in Woodworth’s book: “How Activity is 
Aroused—The Stimulus and the Motive.” 
_If I were you I would not spend any 
time studying the old Static Logic. It 
would in my opinion hinder rather than 


LEWIS STOUT IS DEAD 


Lewis Stout, vice-president and counsel 
of the Columbus National, died suddenly 
on August 27 while at the home office of 
the company in Columbus, O. Mr. Stout 
was 49 years of age; had-been with the 
Columbus Mutual for eleven years. A 
graduate of the law school of the Uni- 
versity of Michigan, he had served at 
different times as assistant attorney gen- 
eral of Ohio, as prosecuting attorney of 
Auglaize County, and city solicitor of 
St. Marys, O 








as the very essence of Truth.”—H. Lotze, 
Microcosmos, 
And: 

“The Hindus’ very word for Truth is 
full of meaning. Truth was with them 
simply that which is.”-—Max Muller. 

The two quotations above go to the 
very foundations of sound salesmanship. 
The good salesman thinks and acts in 
terms of Positivism, and is a_ business 
Positivist simply because he is exact, hon- 
est, and truthful. The greatest basic word 
in all selling is Truth. The salesman 
shows the way to truth. 


and Logic 


help you in selling, but you could I think 
be very much helped by studying: “The 
Technique of Controversy,” with the sub- 
title “Principles of Dynamic Logic,” by 
Boris B. Bogoslovsky, published by Har- 
court, Brace & Co., New York. 

Dynamic Logic is backed and support- 
ed by modern psychology. It would give 
you that frame of reason necessary as a 
base for your selling presentations and 
keep your feet on the ground, especially 
in directing a sequence of ideas with con- 
tinuity of purpose. 


Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 








EASTERN LIFE DINNER 


A dinner will be given to one-hundred 
honor men of the agency staff of the 
Eastern Life on Thursday evening, Sep- 
tember 13th, in New York City. A num- 
ber of new general agents will be in- 
troduced and a program of activities for 
the fall will be submitted by Harry 
Yarin, superintendent of agencies. Lou!s 
Lipsky, president of the company, will 
talk and plans will be made for the Vic 
tory Club’s annual convention, which will 
be held this year, as last, in Bermuda. 
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Confidence in Real Estate and Farms 
As Investments Voiced By Brigham 


Expressing confidence in the future of 
farm properties as investments, E. S. 
Brigham, vice-president of the National 
Life of Vermont, told the agency leaders 
in convention at the home office last 
week that despite conditions in the farm 
field and after the paying of taxes, super- 
yision costs and heavy repair expenses on 
newly acquired properties the total real 
estate holdings of the company paid a 
net return of over 1% on the investment 
last year. 

Mr. Brigham in his talk assured the 
agents of the financial soundness of the 
company’s various investments. In re- 
viewing the experiences of the past year 
and expectations for the next, Mr. Brig- 
ham said in part: 

The National’s real estate loans have 
been made upon residences, apartments 
and small business properties in the pros- 
perous and growing cities of the country 
and upon farms located in the best farm- 
ing areas of the United States. These 
loans for the most part were made with 
a margin of 50% between the sum loaned 
and fair value of the property, based upon 
reproduction costs and capitalization of 
the net earnings. All properties securing 
loans were carefully inspected by our 
trained inspectors within a year after 
acceptance and those which did not come 
up to our standard were called. Loans 
on special-purpose properties, such as 
hotels, garages and industrial plants have 
been avoided. 

I need not recite to you what has hap- 
pened to real estate values in this de- 
pression. Families out of work sought 
cheaper quarters or moved in with other 
families. Rents went down. Farm prod- 
ucts dropped in price to one-half the 
pre-war average. Land values dropped. 
Collection of interest payments has been 
made difficult and the servicing of loans 
has been a burdensome task. 

The situation became so critical that 
Congress at the special session in the 
spring of 1933 set up the Federal Farm 
Credit Administration to give relief to 
farmers who were in danger of losing 
their farms through foreclosure ; and also 
set up the Home Owners’ Loan Corporz 
tion to give relief to home owners who 
could not meet their payments. We have 
co-operated with these two institutions in 
carrying out the purposes for which they 
were created 


Refinanced 669 Farm and 113 City Loans 


Up to August 29 we have refinanced 
669 farm loans, receiving cash or Gov- 
ernment-guaranteed bonds therefor to 
the amount of $2,903,329 and with a prin- 
cipal loss of $26,881 or .9 of 1%. We 
have refinanced 113 city loans, receiving 
principally Government-guaranteed bonds 
aggregating $534,293, with a principal loss 
of $1,045 or 2%. We have now in process 
of refinancing 1,024 loans with a prin- 
cipal investment of $5,344,000. 

Some of our general agents have been 
apprehensive as to the effect the Frazier- 
Lemke amendment to the Federal bank- 
Tuptcy act will have upon our farm mort- 
gages. Under this act the property will 
have to be appraised by an appraiser 
appointed by the Federal Court. Our 
claim, represented by first mortgage, can- 
not be reduced below the appraised value 
of the property securing it. The farm 
mortgages we have refinanced through 
the Federal Farm Credit Administration 
have been paid off under the Govern- 
ment’s policy of loaning not to exceed 
13% of a fair normal value of the pro P- 
erty. We have lost, as I have stated 
$26,881 in refinancing $2,903,329 of our 
farm mortgages on this basis, or .9 of 1% 


Frazier-Lemke Act 
The 25% additional leeway under Fra- 


zier-Lemke appraisals ought to protect 
us against any material loss. 

Our farm mortgage investment as of 
July 1, 1934 was $21,858,908. If we re- 
financed all of our farm loans with the 
principal loss that we have experienced 
so far, it would not take more ‘than 10% 
of our contingency reserve. 

The National has about 10% of its 
assets invested in real estate, including 
its property in Montpelier. This is about 
twice the average. Please keep in mind 
that these properties acquired through 
mortgage foreclosures are farms in the 
best farming sections, residences, apart- 
ments and small business properties in 
cities. There has been no concealment. 
Our books show all that we own. The 
book values of these properties repre- 
sent the original mortgage, taxes ad- 
vanced to date of foreclosure, and fore- 
closure costs. All accrued interest has 
been charged off and in addition we have 
charged off approximately $1,000,000 from 
our poorer properties. 

Our properties are carefully supervised 
by our field force, are kept in good re- 
pair and so managed as to bring in the 
maximum rental income. 

In the management of our farm prop- 
erties we have co-operated with the Ag- 
ricultural Adjustment Administration in 
its program. The present drought will 
in some areas curtail our income. How- 
ever, with burdensome surpluses removed 
irom the market, we may look forward 
with confidence to higher prices in the 
future. Restoration of prices to the pre- 
war level would, I am confident, result 
in good earnings from our real estate 
and opportunities to sell at a profit above 
book values. 


Real Estate as Hedge Against Inflation 


Furthermore, I believe we are justified 
in regarding our real estate holdings as 
a hedge against inflation. You are of 
course familiar with the discussion now 
going on about the monetary experiment 
which is being tried. Those who favor 
inflation say that it can be controlled. 
Those who fear it believe that inflation 
is like a fire—once kindled it cannot be 
stopped short of complete disaster. I! 
think we may be sure of one thing: a 
government cannot always spend more 
than its income. 

Unless our government can curtail its 
relief expenditures and balance its bud- 
get, it will ultimately be forced to start 
the printing presses and then we may ex- 
pect real trouble. I recently asked a 
noted economist what we could do to 
protect our policyholders against such 
contingency. His answer was, “You al- 
ready have the best kind of protection in 
the real estate you hold.” Under present 
conditions I believe our real estate is 
one of our best assets. 

Continuing our investment analysis, the 
National has about one-fourth of its as- 
sets in bonds. The National had in rail- 
road bonds .02% but this has been elimi- 
nated at a profit since the first of the 
year, leaving our total railroad invest- 
ment confined to a few shares of pre- 
ierred stock of one road. 

Our holdings of cash and United State: 
Government bonds taken together as a 
ready means of meeting extraordinary 
demands for cash are about average. W« 
are now carrying in these two items 
about $9,500,000, which, with an addi- 
tional million short-term paper due be- 
fore the close of the year, gives us a 
strong current position sufficient to meet 
any call we are likely to have. 


Municipal Bond Values Increasing 


The National has specialized in state, 
county and municipal bonds and its hold- 


megs are about three times the average 


(Continued on Page 13) 
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Montpelier 


Public Appreciation 
Discussed by Howland 


INSURANCE A STABLE FACTOR 


One of Few Institutions Not 
Given Additional Regulations 
Under New Deal 
The remarkable demonstration of pub- 
lic appreciation of 


Being 


life insurance during 
the past year was a chief point in the 
address made by Fred A. Howland, pres- 





FRED 


A. HOWLAND 


ident of the National Life of Vermont, 
to the agents’ convention last week 
“Even remarkable than _ the 
vitality of the life 
companies of our type, 


more 
amazing insurance 
and their ability 
to carry on, has been the almost uni- 
versal acceptance and approval of thx 
status of life insurance in the social 
structure. The pulpit, the press, and the 
public generally join in praise of life in- 
surance and the manner in which it has 
weathered the storm,” said Mr. Howland 
“No newspaper of note has failed 

the last six months to 
favorable comment on the editorial pag 

The standard magazines are running ar- 


ticl 


register its 


es extolling the merits of life insur- 
ance. The banks and trust companies, 
frequently commend life insurance in 
their advertisements. The President of 
the United States, like his recent prede- 
cessors in office, has said his word of 
commendation. 

“And has it occurred to you that with 
the revolutionary changes being effected 
by the New Deal, religion and life in- 
surance are about the only institutions 

eft undisturbed? Agriculture, banking 
cada sing, transportation in all 
forms, public utilities, labor, manufactur- 
ing, communications—in short all forms 
of endeavor are being regulated and re- 
formed, but thus far life insurance has 
been left untouched. 

“Now this is admittedly an astonish- 
ing state of affairs. But we must not 
flatter ourselves that it is due to su- 
perior foresight or intelligence or cana- 
city of the men and women engaged in 
our business. Of course there has been 
good management. 

“Ralph Hendershot, the financial edi- 
tor of the New York World-Telegram, 
speaking of investments, recently wrote 
in his paper that ‘Insurance company 
executives generally are regarded as the 
shrewdest purchasers in the country.’ 

“Nevertheless, it must be frankly ad- 
mitted that the remarkable record of 
life insurance and the agencies that place 


(Continued on Page 13) 
































“More than twice! 


“Yes sir, the Continental 
American maintains a surplus 
more than twice as great as is 
usually considered necessary.” 


Financial strength has always 
been a dominating character- 
istic of this Company. 


CON TAL 


AM AN 
Life | e Co. 


Wilmington-- Delaware 
FOR AGENCY MATTERS ADDRESS 
D. E. JONES, Vice-President 
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Descendants of Toronto Founders 


Are Heads of Manufacturers Life 


The city of Toronto is celebrating the 
hundredth anniversary of its incorpora- 
tion and the Manufacturers Life, which 
has its home office in that city, is taking 
particular interest in the event, as one 
of the most prominent families of early 
Toronto, the Gooderham family, was ac- 
tive in establishing the Manufacturers 
Life. W. G. Gooderham, now president 
of the company, is a descendant of the 
earlier Gooderhams, as is M. R. Gooder- 
ham, vice-president and general counsel. 

Pedestrians walking towards the City 
Hall in Toronto are faced with a large 
panoramic drawing which has been built 
across its facade in honor of the city’s 
centennial birthday. The huge picture 
shows, in the top portion, Toronto’s pres- 
ent waterfront, with its miles of docks 
and clustering warehouses against a 
background of skyscrapers. The bottom 
portion shows the community as it was 
in 1834—a few straggling log and stone 
houses stretched along a muddy street 
verging on Lake Ontario. 

The town of 1834 is dominated by an 
old-fashioned windmill which the artist 
has animated with vanes that turn laz- 
ily in the wind and which seem singu- 
larly out of place as Toronto’s traffic of 
today streams around its City Hall. 

The Gooderham Windmill 

The Manufacturers Life has a peculiar 
interest in the history of this windmill 
for it is a replica of that owned by Wil- 
liam Gooderham, the grandfather of the 
president and of the vice-president and 
general counsel. William Gooderham es- 
tablished in Canada this family which 
has played a great part in the financial 
and cultural life of the city of Toronto, 
and under whose guidance the Manufac- 
turers Life has been since its inception. 

Twe years before the city of Toronto 
was incorporated there arrived in the 
community a party of fifty-four persons, 
at the head of which was an English- 
man named William Gooderham. Mr. 
Gooderham was destined to play a great 
part in the development of Toronto and 
his descendants are today prominent in 
the business, financial and social life of 
the second largest city in Canada. 

Born in 1790, William Gooderham was 
the son of James Gooderham, a farmer 
of Scole, Norfolk, England. In his youth 
he served with the Royal York Rangers 
in the West Indies and later worked on 
his father’s farm before he decided to 
come to Canada. Mr. Gooderham had 
been preceded to Canada by his brother- 
in-law, James Worts, who built a flour 
mill at the eastern extremity of the then 
little town. The power to operate the 
mill came from the windmill spoken of 
previously. 

This windmill soon became the best 
known structure in the community and 
was used by government surveyors as a 
basis or initial point in their surveys. 

Helped by Six Indians 

The machinery for the mill was 
brought from Montreal by James Good- 
erham Worts, thirteen-year-old son of 
James Worts, and six Indians. The ma- 
chinery was loaded on a batteau—a flat 
scow-like boat widely used in those days, 
and was pulled by horses and by oxen 
up the Long Sault rapids of the St. Law- 
rence River. The rapids past, the boat 
was poled along the shores of Lake On- 
tario until York was reached. The mill 
was completed by 1832, when William 
Gooderham arrived from England. Mr. 
Worts died two years later and Mr. 
Gooderham carried on the business until 
1845, when he was joined by his nephew, 
James Gooderham Worts. 

In 1837 Mr. Gooderham established a 
distillery to use the waste products from 
the flour mill. His fortunes continued 


to prosper and, with his son, George 
Gooderham, he played a large part in the 


business life of Toronto. He founded 
and operated a firm which did a large 
business in the buying and selling of 
cattle. He was largely responsible for 
the building of the Toronto & Nipissing 
Railway and for the founding of the 
Bank of Toronto. He lived to the age 
of 91. 


Financial Reputation of Family 


William Gooderham, his sons and 
grandsons, have been prominent in fi- 
nancial circles in Toronto for a century. 
During that time they have built up a 
reputation of financial integrity that is 
unsurpassed. It has been said that no 
widow or orphan has ever lost a dollar 
which has been entrusted to a corpora- 
tion with a Gooderham at its head. 

This family has been associated with 
the Manufacturers Life since its very in- 
ception. George Gooderham, the third 
son of William Gooderham, was the first 
vice-president of the company, and suc- 
ceeded to the presidency on the death 
of Sir John A. Macdonald in 1891. 


The Present Gooderhams 


W. G. Gooderham, now president, is 
the eldest son of George Gooderham. 
Born in Toronto in 1853, he graduated 
from Upper Canada College. His busi- 
ness life has been devoted to the opera- 
tion of the various companies with which 
he is connected, the largest and most 
prominent being the Manufacturers Life 
Insurance Co., the Bank of Toronto, the 
Canada Permanent Mortgage Corp. and 
the Canada Permanent Trust Co., of 
each of which he is the presiding officer. 
He was elected president of the Manu- 
facturers Life in April, 1914. 

The vice-president and general counsel, 
M. R. Gooderham, is a brother of the 
president. He was elected a director and 
vice-president in 1907, but resigned the 
latter office in 1914 when he enlisted 
with the Canadian Expeditionary Force. 
He was re-elected vice-president in 1929 
and assumed the duties of general coun- 
sel in May, 1931. 


CAMPS ANNIVERSARY 


The second anniversary of the Manuel 
Camps, Jr., agency for the Penn Mutual 
Life in Boston was the subject of a pro- 
duction campaign and a visit on the day 
of the anniversary from Vice-President 
Frank Davis, for whom the campaign 
was named. 
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J. A. FULTON BACK AT DESK 





President of Home Life After Illness 
Receives Tribute of Applications 
From Field Force 
The field force of the Home Life of 
New York greeted James A. Fulton, 
president of the company, upon his re- 
turn to his desk last Tuesday, after an 
absence due to illness with 225 applica- 
tions in the morning mail for a total of 
$1,250,000 in new business. The average 

size policy was more than $5,500. 

The testimonial of the field force was 
presented to Mr. Fulton by Harry Jaco- 
by, vice-president of the agency asso- 
ciation. The general agents of the com- 
pany presented the president with a new 
desk placed in his flower-bedecked office. 

This was an outstanding amount of 
new business for one day following a 
month which closed with a gain of 25% 
in both written and paid business over 
August, 1933. To date the Home Life 
shows a gain of 29% in new business 
for the year compared with the same 
period in 1932. 





TYSON AGENCY’S BEST MONTH 
The James A. Tyson agency of the 
Guardian, New York, realized in August 
the best month of its existence when 
submitted business totaled $2,000,600 and 
new paid-for business was $1,259,322. The 
campaign, which was a tribute to Mr. 
Tyson during the month he was on vaca- 
tion, was in charge of William F. Steck, 
Jr., production manager; Arthur Sulli- 
van, brokerage supervisor; Frank Mulli- 
gan, Frank Townsend and J. T. Trefrey, 
supervisors. The month set the best 
record for the full time organization 
since the opening of the agency on Jan- 
uary 1, 1933, the previous high mark 
having been reached last June when new 
business totaled $900,000. An increase of 
216 lives was recorded by the agency in 
the first eight months of this year as 
compared with the same period in 1933. 

















One Contract for One Premium 
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Guaranty Life Takes Over 
Register Life’s Business 


The Guaranty Life of Davenport, of 
which Lee J. Dougherty is president, has 
been named by the district court to take 
over the business of the Register Life 
of Davenport for the benefit of policy- 
holders. Officials of the Guaranty Life 
were directed to meet with the receivers, 
Commissioner E. W. Clark and J. J. 
Shambough, and prepare a contract. 

Register Life went into voluntary re- 
ceivership early this year. Six life in- 
surance companies submitted bids for the 
reinsurance of the company, all of them 
in the nature of management contracts. 
Bidders were National Life of Des 
Moines; Central Life of Iowa; Guaranty 
Life, Davenport; Life and Casualty Co, 
Chicago; Illinois Bankers’ Life, and Se- 
curity Mutual, Lincoln. 

The Guaranty Life has total admitted 
assets as of December 31, 1933, of $7,- 
539,309 and insurance in force of $43,629 
274. With the business of the Register 
Life it will bring its total assets up to 
approximately $13,000,000 and its business 
in force to $70,000,000. 


WALKER ESTATE $5,740,000 

Miss Anne Rose Walker, sister of the 
late John G. Walker, former president 
of the Life Insurance Co. of Virginia, 
who died recently in Canada a few days 
after being stricken ill while on a motor 
trip in that country with her nephew, 
Bradford H. Walker, the present head 
of the Life of Virginia, left an estate of 
$5,740,000. The bulk of the estate, con- 
sisting of 38,000 shares of the John G. 
Walker Investment Co., pooled under a 
voting trust agreement, was converted 
under provisions of her will into eight 
separate trusts and assigned to Bradford 
H. Walker, A. Carleton McKenney, first 
vice-president of the Life of Virginia, 
Carolyn Trippe, of New York, and the 
Chase National Bank of New York as 
trustees. Bradford H. Walker was be- 
queathed 4,425 shares of this stock; his 
wife, Elizabeth T. Walker, 1,000 shares; 
and daughter, Judith Ann Walker, 500 
shares. Mr. McKenney was also left 
500 shares. Other beneficiaries were a 
number of relatives and friends. Miss 
Walker directed in her will that her fine 
country estate on River Road near Rich- 
mond be converted into a center for the 
Episcopal diocese of. Virginia. 








DOREMUS-HAVILAND FIGURES 

The Doremus-Haviland Agency of the 
Guardian Life, 50 Union Square, New 
York, closed August with 113 completed 
cases for a volume of $616,000 and_paid 
for 86 cases for a total of $405,000. These 
figures do not include any annuity cred- 
its. This compares with August, 193 
figures of 55 cases for $169,000 and 4 
paid cases totalling $226,150. 

John T. Haviland, who is in charge 
of agency production, states that the 
outlook for September is excellent the 
first business day producing nine cases 


for a total of $76,000. 


FLINT GENERAL AGENT 

The Connecticut Mutual Life has ab 
pointed Thomas E. Rogers general agen! 
at Flint, Mich. Mr. Rogers has beem 
in the life insurance business seventee? 
yars. His territory includes the lowef 
peninsula of the state exclusive of De- 
troit. 
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Salesmanship Tests By C. L. U. 


On the subject of life insurance sales- 
manship, Part II of the C.L.U. examina- 
tion for 1934, The American College of 


Life Underwriters drew up a set of ten 
questions which did not permit of “yes” 
and “no” answers but which called for 
a discussion of a type to reveal readily 
whether or not the applicant through 
thorough and systematic study was prop- 
erly informed on the subject for which 
he sought credit. 

The college has released the questions 
with a composite set of answers which 
may prove helpful to candidates for sub- 
scquent examinations in showing the type 
of question asked and in suggesting the 
comprehensiveness with which questions 
should be answered. 

Typical questions and answers are the 
following : 

Psychology in Selling 
Question: Explain the psychology of 
(a) Assuming a close. 

(b) “Selling” the examination. 

(c) The “Yes” attitude. 

(d) A commitment on a minor point. 

(e) Getting the prospect to perform 

some physical act. 

Answer: (a) The psychology of assum- 
ing a close is that a prospect likes to 
have a solution presented and the way 
made easy for him to act. His inertia 
and unwillingness to admit that he has 
been sold make it almost impossible for 
him to come right out and say, “Yes, I'll 
take it.” Consequently, when an oppor- 
tunity presents itself, the underwriter 
must assume that the prospect has de- 
cided favorably and act acordingly. This 
furnishes the prospect with the necessary 
“push” that helps him make up his mind 
to buy. It also make it easier for him 
to buy than to refuse, which of itself 
is a valuable factor in closing the sale. 

(b) In selling the examination the 
salesman frequently resorts to the fear 
instinct, based upon the prospect’s con- 
cern as to whether or not he can get 
insurance. The prospect is put into the 
position of selling his physical condition 
to the company. The fighting instinct 
also may be aroused, the prospect want- 
ing to show that he is in good physical 
condition and can pass. Desire for any- 
thing is increased by the difficulty in 
getting it. 

(c) The “Yes” attitude is valuable 

psychologically since it puts the prospect 
in an affirmative frame of mind, gets him 
into the habit of saying “Yes” to your 
questions and makes it easier for him to 
say “Yes” when you finally ask a ques- 
tion which will commit him to the propo- 
sition. It is an attempt to “toboggan” 
the prospect by getting “Yes” replies to 
questions on matters with which he is 
familiar and about which he has favor- 
able convictions, then presenting a ques- 
tion which commits him and to which he 
cannot answer “No” without refuting his 
previous convictions. 
_(d) Commitment on some minor point 
is assumed by the underwriter to com- 
mit the prospect on the whole proposi- 
tion. It would be disastrous psychologi- 
tally to say “Do you want this policy?” 
Men hesitate to make extremely impor- 
tant decisions, but are willing to agree 
on less important points. Having agreed 
as to the disposition of dividends, or the 
naming of the beneficiary, the prospect 
cannot refuse to take the contract with- 
out retreating or admitting he was 
wrong. He is also saved the necessity 
of making a major decision and admitting 
he has been sold. 

(e) Completion of the sale involves a 
motor activity—the applicant must sign 
lis name to the application. Getting him 
'o perform some physical act is a pre- 
liminary move to getting him to write 
his name. It “loosens him up.” It over- 
tomes his physical inertia and gives him 
am easier feeling. Being on the move, 
tis less difficult for him to continue 
hen you hand him the pen. It is like 
sinc low and second gears in starting 
acar before going into high. It might be 





possible to start in high, but too great 
a strain would be put upon the motor. 
Meeting Definite Situations 


Question: Outline briefly the motivat- 
ing factors which have appeal in presen- 
tation of policies to meet the following 
situations: 

(a) Business insurance for liquidation 

of a partner’s interest. 

(b) Insurance for education of chil- 

dren. 

(c) Salary continuance or readjustment 

problems. 

(d) Middle or old age. . 

Answer: (a) In presenting insurance 
for the liquidation of a partner's interest 
we may appeal to the reason of the pros- 
pect as well as to his instincts and emo- 
tions. Either type of appeal may mo- 
tivate him to action. All of the reasons 
for partnership insurance may be pre- 
sented as motivating factors. These are 
sufficiently familiar not to require repeti- 
tion here. 

The instinctive appeals are primarily 
appeals to the acquisitive instinct, the 
sex or parental instinct, and the desire 
of everyone for approval of others. From 
the viewpoint of the partner as the one 
to be the first to die, he wishes to pass 
on to his heirs the full value of his share 
in the business and he does not want 
them to be obliged to continue to deal 
with the surviving partner (sex or paren- 
tal instinct), and he wishes to be looked 
upon as one who has made adequate pro- 
vision for his heirs (desire for approval). 
From the viewpoint of the partner as 
the survivor, he wants the business as 
his own if his partner dies, free from 
interference by the heirs of the deceased 
(the acquisitive instinct). 

(b) Probably the greatest motivating 
factor in selling insurance for the educa- 
tion of children is the appeal to the par- 
entail instinct. Every parent wishes to 
sec that the children for whom he is 
responsible are given every opportunity 
that life has to offer. Other appeals may 
be based upon the sex instinct, to relieve 
the wife of the heavy burden of provid- 
ing educational funds after his death, or 
upon his desire for approval, since other 
successful fathers are providing educa- 
tional funds for their children. 

(c) Salary continuation or readjstment 
insurance is motivated by love for one’s 
wife and children (sex and parental in- 
stincts). The distressing situation in 
which the wife finds herself when sud- 
denly forced to assume financial guid- 
ance of the family, at a time when she 
is benumbed by grief, may be dwelt upon. 
No man wants to impose upon his family 
a sudden change in their scale of living, 
but wishes to ease their distress by pro- 
viding for a gradual transition over a 
period of time. Pride, fear for the wel- 
fare of his family, and desire for the 
approval of others. 

(d) Provision for middle or old age 
may be motivated by appeal to the ac- 
quisitive instinct or desire for self- pres- 
ervation. We don’t want to be depend- 
ent in our old age, or carry a tin cup, 
or sit penniless on a park bench. We all 
desire comfort, independence, the ability 
to gratify our desires, and all that money 
will buy for us. Appeals to acquired in- 
terests, emphasizing the prospect’s hob- 
bies or desires for travel and recreation, 
often are effective. The prospect may 
also be motivated by fear of old age de- 
pendence, desire for leadership, or desire 
for the approval of others. 

A Question of Ethics 

Question: X has $25,000 of life insur- 
ance on the 20-Payment Life plan, 
purchased ten years ago, which has re- 
cently been encumbered by a full policy 
loan. X has recently been approached 
to drop this insurance and take out the 
same amount of new insurance on the 
Ordinary life plan. You were not the 
original agent, nor is the existing insur- 

ance in your company. The policy does 


not contain waiver of premium, disability 
income or double indemnity benefits. 
You are requested by X to advise him. 


Outline fully your advice and describe 
the fa) ethical, (b) legal and (c) practi- 
cal implications involved. 

Answer: I would advise X to keep his 
present policy and to make such repay- 
ments upon the loan as he finds possible. 
If the burden of premiums and interest 
upon the loan are too heavy for him tc 
carry it might be possible for him to 
obtain a reissue of the policy from the 
original company on an Ordinary life 
basis as of the date of the original pol- 
icy. This would require a medical ex- 
amination which, presumably, he could 
pass if he could get the new insurance 
suggested by another agent. It would 
also reduce his loan by the amount of 
the reserve released and would reduce 
his annual outlay since the premium 
would be lower and the interest on the 
loan would be less. 


(a) Ethical reasons—My first obliga- 
tion is to X, rather than to attempt self- 
ishly to secure a commission by encour- 
aging him in the idea of dropping his 
present contract and purchasing a new 
one from me. It is contrary to the eth- 
ics of my profession to encourage any- 
cne to drop or cancel an existing policy 
whether or not it is replaced with an- 
other. It destroys existing values, cre- 
ates an uncertainty in the mind of the 
insured as to the soundless of his insur- 
ance program, and, almost without excep- 
tion, is financially unprofitable to the 
insured. 

(b) Legal reasons—It is contrary to 
the insurance laws of most states to 
advise X to drop his policy and secure a 
new one unless a complete comparison is 
made on all points involved and there 
are no misrepresentations. Such a com- 
plete comparison is almost impossible, or 
if it is made, the insured will see clearly 
the advantage of retaining his present 
insurance. Therefore such advice fre- 
quently leads to “twisting,” subjecting 
the agent to prosecution, revocation of 
his license and a fine. 

(c) Practical reasons—X is bound to 
lose in the proposed change. He has a 
policy which is ten years old with only 
ten more payments to make before the 
policy is paid up. On the new policy he 
would have to continue payments for the 
whole of life, or take a paid-up policy 
in old age for a reduced amount, or sur- 
render the contract for a smaller cash 
value. The new policy would have no 
cash value until two or three years’ pre- 
miums have been paid, whereas his pres- 
ent policy will have a rapidly increasing 
cash value each year, including this one. 
It is unlikely that the cash value on a 
new Ordinary life policy in ten years 
would be as great as the remaining cash 
value on the 20-Payment Life ten years 
hence even though the loan is not repaid. 

X is ten years older and consequently 
the premiums for the same type policy 
would be higher now than ten years ago. 
The new premium on an Ordinary life 
policy now would be almost as great as 
on the present 20-Payment Life policy. 

The old policy has its acquisition ex- 
pense paid for. A new policy would re- 
quire this to be provided for at the ex- 
pense of X. This would occur either 
through higher loading on the new policy 
or through relatively lower dividends 
during the earlier years of its existence. 

If X will be in a position to make any 
savings in the future, he should be cer- 
tainiy encouraged to view repayment of 
his loan as an investment which enjoys 
a great many advantages that other in- 
vestments will not have. 

The old policy is incontestable and free 
from suicide restrictions. The new pol- 
icy would be contestable for a period of 
two years. It would also be subject to 
the suicide clause which is disadvantage- 
ous to the insured. Even though he 
might never contemplate suicide, his 
death might occur under suspicious cir- 
cumstances and cause delay and legal 
expense to his beneficiary in collecting. 
_ Finally, I would discourage the idea 
in no uncertain manner if for no other 
reason than that this act may induce X 
to do likewise with a new policy ten years 
from now. 


National Ad Plans 


(Continued from Page 1) 


holder in the National was president of 
a fire insurance company. 

_ This first policy now issued in facsimile 
is for free distribution to all who are 
interested in possession of the rather 
quaint document. 

The hazards of travel in the west, and 
presumably the danger of yellow fever in 
the south, were responsible for certain 
restrictions, and they could be overcome 
in those days only by special premiums, 
which, in the case of the gold seekers, 
were often willingly paid. Indeed of the 
first eleven death claims which the com- 
pany paid seven were on the lives. of 
persons who had gone from New Eng- 
land to California. 





Investments 


(Continued from Page 11) 


of the companies in our comparison. 
This type of security has recently shown 
great appreciation in market values. We 
had our holdings valued on a market 
basis as of December 31, 1933 by the 
Standard Statistics organization. Apply- 
ing to these values the percentage in- 
crease in lists of bonds of this type, our 
state, county and municipal bonds have 
increased in market value $1,786,000 since 
January. 

Given a stable monetary unit, fair laws 
for the protection of property and to 
compel the fulfillment of contracts, which 
I believe the people of this country will 
insist upon, and you may sell insurance 
in the National with full assurance that 
its contracts wil! be met when due. 


Public Appreciation 
(Continued from Page 11) 


it has been primarily and largely due to 
the stabilizing factors inherent in the 
structure of the institution itself, which, 
like a gyroscope, keep the business on 
an even keel and prevent disaster. We 
who are in the business understand these 
safety factors—the mortality assumption 
as affected by selection, the conserva- 
tive interest requirements, the adequate 
provision for expenses in the loading— 
all combining to produce a rate struc- 
ture which should be safe beyond per- 
adventure. And then there is the safety 
valve represented by the flexible divi- 
dend scale. Add to these elements the 
statutory restrictions on investments and 
efficient state supervision and you have 
a structure which careful management 
should keep invulnerable to disaster.” 





GERMAN ENDOWMENTS MATURE 
The first endowment policies written in 
Germany after the mark had been sta- 
bilized are beginning to come due. So 
far only ten year endowment policies 
are affected and they offer, where 
younger people and people in the mid- 
dle of life are affected, a good oppor- 
tunity for the writing of additional en- 
dowment business or for annuities 


FIDELITY AGENTS BANQUETED 
John H. Pickett, manager for the Fi- 
delity Life over some fifteen counties in 
Kentucky, recently entertained his agents 
at a banquet and pep meeting. At the 
meeting a four-weeks’ sales contest was 
launched which will terminate with a 
meeting in Louisville next month when 
prizes will be awarded. Mr. Pickett is 
also county judge of Campbellsville 





NOT LATE IN 47 YEARS 

Henry W. Metzger, who retired last 
week as assistant manager of the Pru- 
dential’s tracing department at the home 
office, was never once late to work dur- 
ing his forty-seven years with the com- 
pany, not even during the famed blizzard 
of 1888, which occurred when he was an 
errand boy. His son has been with the 
company twenty years. 
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DISTRIBUTION OF WEALTH 

One of the most careless use of facts 
has to do with about “the 
unequal distribution of wealth.” A pop- 
in radical 


statements 


ular and erroneous assertion 
circles is that some three-fourths of the 
wealth of the nation is held by 2 or 3% 
of the population. 

This subject is handled in his usual 
vigorous and clear-cut fashion by Dr. 
Nicholas Murray Butler, 
Columbia University, in an address which 
he delivered at the Parrish Art Museum 
in Southampton, L. I. Saturday of last 
week. 

While admitting that the distribution 
of wealth in this country is by no means 
what it might be and will be there is 
in reality a distribution so broad that 
the percentages given so often by radi- 
cal speakers and writers are absurd. 

Some of the patent facts available to 
everybody are given by Dr. Butler. To 
illustrate, there are 15,000,000 owners of 
corporate securities in the United States. 
Savings banks had deposits in 1932 of 
twenty-five billions of dollars, and these 
belonged to 45,000,000 persons. Members 
of building and loan associations number 
10,000,000 persons, and assets of such as- 
sociations are eight billions of dollars. 
In force are more than 115,000,000 poli- 
cies of life insurance for a total of about 
a hundred billions. Half of the families 
in the United States—14,000,000—own 
homes although many of course have 
mortgages on them. At the time of the 
last Federal census two out of every 
three families in the U. S. had tele- 
phones; and 40% of them owned radios. 

In commenting upon the use and abuse 
of statistics, as well as the habit of ig- 
noring them, Dr. Butler says that one 
phase of current thought which is obvi- 
ous is that the emotional life is every- 
where uppermost and intelligence is for 
the time being relegated to the rear. Dr. 
Butler title of the 
French academician Emile Faguet’s book, 
“Le Culte de L’incompetence,” which he 
said might be translated into “The Ex- 
altation of the Third Rate.” He adds: 
“No happier phrase could be found to 
describe what we see going on all around 
us in the public life of a world which 
has been accustomed for some time to 
regard itself as civilized.” 

And while Dr. Butler is being dis- 
cussed it is an opportune time to con- 
gratulate Columbia University upon hav- 
ing such a giant intellect, broad-minded 
and straight thinking chief executive, and 


president of 


comments on the 


one who is able to find time to express 
his thoughts in public on so many vital 
topics of the day, both national and in- 
ternational. There are many people who 
think that too many addresses are de- 
livered in this country; that we are long 
on talk, but these are days when in- 
terpreters are in demand and The East- 
ern Underwriter knows of no interpreter 
whose addresses are so welcome, or more 
generally read and respected. Naturally, 
when a man talks as frequently as Dr. 
Butler does, and with such positive opin- 
ions, not everything he says will meet 
with accord. Sometimes 

resented in quarters, but 


his views are 

the general 
opinion in the insurance business is that 
he is much more often right than wrong. 

Naturally, there is a sharp division of 
opinion about his political views, but in 
the case of Dr. Butler many of his ad- 
dresses are not political, and so when he 
diagnoses the great currents of economic 
and social thought what he says com- 
mands attention and exerts tremendous 
influence. Undoubtedly, he is one of the 
world’s greatest thought provokers, and 
when he has any particular subject under 
review he is never superficial or indefi- 
nite. 





RECONSTRUCTION OF GERMAN 
SOCIAL INSURANCE 

The present German government has 
entered on a period of reconstructing 
of social insurance now in 
force and dating from the days of Bis- 
marck. The idea of the creator of the 
system was to protect the German work- 
er (insofar as he was unable to protect 
himself), against the vicissitudes of life, 
especially against sickness, accidents and 
old age, 


the system 


without, however, freeing him 
from all sense of personal responsibility 
and the duty of first exhausting all means 
of taking care of himself. ‘ 

In the course of time, and especially 
during these principles 
have been lost sight of and the various 
socialist governments have constantly 
extended the scope of social benefits and 
the number of its beneficiaries, chiefly for 
political reasons, until the entire system 
is breaking down under its own weight. 
The present system has tended to create 
in a large class of citizens the idea tha‘ 
the government owes them a living and 
has tended to kill all sense of personal 
responsibility. 

In this attitude the German govern- 
ment feels a fundamental change must 
take place and _ social 


post-war days, 


insurance must 
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Blank & Stoller 
ERNEST STURM 


Ernest Sturm, chairman of the boards 


of the America Fore Companies, re- 
turned to New York last week from a 
summer vacation trip to Spain. There 
he motored through the country with 
members of his family, visiting points of 
outstanding historic interest. Mr. Sturm 
generally goes abroad for his vacation, 
centering attention on one or possibly 
two countries and thereby gaining a valu- 
able impression of conditions both past 
and present. 
* * * 


Raymond L. Atwood, who resigned re- 
cently as general agent of the Fireman’s 
Fund in charge of the automobile busi- 
ness at the Eastern department at Bos- 
ton, will become associated with O’Brion, 
Russell & Co. of Boston as of Septem- 
ber 15 in connection with the business of 
the St. Paul Fire & Marine and its affili- 
ated companies in the New England field. 
Mr. Atwood is well known among New 
England local agents and has had a long 
experience in the insurance business. 





Walter Gallagher, who has been ap- 
pointed manager of the Manufacturers 
Life in offices it is establishing in the 
Walnut Street Building, Philadelphia, 
and who will have Eastern Pennsylvania 
as his territory, was a captain of infan- 
try, 79th Division, in France. After the 
World War he was with the United 
States Veterans Bureau and then was 
made manager of the Bureau’s office in 
Harrisburg, covering nineteen counties. 
He went into life insurance in 1927 and 
more recently has been with the Eugene 
Jordan agency. He belongs to the Har- 
risburg City Club, Beaufort Hunt Club, 
Merion Cricket Club and other organi- 
zations. 

* * * 

Fred J. Breen, secretary of the Na- 
tional Union Fire of Pittsburgh, stopped 
over in Newark last Saturday morning 
when en route to his mother’s home in 
Connecticut, where he is spending his 
vacation. 





again assume its subsidiary character, 
only supplementing self-help but not re- 
placing it. It becomes active only where 


the individual is unable to help himself 
and has exhausted the means of self help 
by private insurance or is unable to avail 
himself of private insurance. On the 
other hand, the government will see that 
private enterprise offers safe, sound and 
cheap insurance to those needing it. 






































THOMAS M. SCOTT 


Thomas M. Scott, who in a period of 
sixteen years led the field force of the 
Penn Mutual upon fourteen different oc- 
casions, returned a few days ago from 
Russia, Scandinavia and other north 
European countries. His visit to Russia 
was brief. Asked what he thought about 
that country, he said: “Read the dis- 
patches of Walter Duranty in the New 
York Times and you will get the correct 
slant upon what is happening there.” 

= s 

Leroy Weitzel, son of the late Ben F. 
Weitzel, formerly state agent for the 
Phoenix of Hartford, has returned to 
Louisville, Ky., after an absence of sev- 
eral years and is planning to connect 
again with the insurance business. Mr. 
Weitzel saw service with the Kentucky 
Actuarial Bureau, and also field service 
with the Phoenix of Hartford under his 
father. For several years he has been 
in the electrical game, in connection with 
instalation of .sound service in theaters 
and was located at Chicago, New York 
and Pensacola. 

* * * 

William Ludden, W. A. Carter agency, 
Salt Lake City, is a crack trapshooter 
and in former years was one of the lead- 
ing clay pigeon contestants in Idaho. He 
is one of the best golfers in Ogden 
Country Club tournaments. After leav- 
ing college he became a dentist for sev- 
enteen years. In 1928 he went into life 
insurance and has been successful. 

* * * 


Douglas Courtney Burn, eldest son 0! 
Sir Joseph Burn, chairman of the Pru- 
dential Assurance Co., London, recently 
married Miss Margaret Theresa Hardy 
at Alnwick, England. A guard of honor 
was formed by members of the Red 
Cross detachment Northumberland 2. 

* * * 

Harvey H. Shomo, president of the 
American Casualty of Reading, Pa., will 
leave Saturday, September 8, for White 
Sulphur Springs, where he _ will attend 
the silver anniversary meeting of the 
International Claim Association. 

* * * 

Andrew J. Rosemund has been made 
assistant secretary of the Bankers It 
demnity in addition to his duties as 4 
sistant treasurer which post he has held 
since January, 1932. He joined the com- 
pany in 1927. 

- + * 

Jesse M. Waller, vice-president of the 
Aetna (Fire), has been spending his a 
nual vacation at his old home in Vir- 
ginia. He was formerly Virginia state 
agent for the Aetna. 












Sep’ 


No 
R 


Las 
ance 
Getty: 
the d 
War, 
park, : 
lets 
phase 
put uy 
regim 
There 
erals 1 
impor 
Sickle 
life, b 
him in 

It w 
Lincol 
consis! 
gone ¢ 
classic 
made 
princiy 
dress 
daily 1 
the ne 
few wi 
polishe 
ery W 
of a f: 
this we 
Not hi 
knew 
though 
presse 
asam 
as long 

In d 
noticec 
which 
which 
tate.” 
might 
estate 
his far 
call uy 
me tha 
Stead | 
floor ( 
a distr 
beer. 
histori 
ance ¢ 


Manag: 
Financ 
job for 
fluence 
that o1 
busine: 
Mr. 
Self to 
and pa 
he was 
Ciation. 
His 
autom< 
he hel 
Studeb 











, 1934 


ce 


eriod of 
- of the 
rent oc- 
x0 from 
F north 


theaters 
w York 


agency, 
pshooter 
he lead- 
aho. He 
- Ogden 
ter leav- 
for sev- 
into life 
ful. 


t son of 
he Pru- 
recently 
a Hardy 
of honor 
the Red 
and 2. 


of the 
Pa, will 
ir White 
1 attend 
of the 


en made 
kers In- 
*5 as as 
has held 
the com- 


rt of the 
x his af 

in Vir 
nia state 

















September 7, 1934 









THE EASTERN 
UNDERWRIT 


PDA AEE MINE FOI 


bit 



















Page 15 











No Insurance Sold in Gettysburg 
Room Made Historic by Abra- 
ham Lincoln 


Last Sunday some Philadelphia insur- 
ance friends took me on a visit to the 


Gettysburg battlefield. That battle was 
the deciding engagement of the Civil 
War, the field has been made a national 
park, and is dotted with innumerable tab- 
lets and monuments marking every 
phase of the great war engagement, and 
put up in honor of the companies and 
regiments which participated therein. 
There are also many monuments to gen- 
erals who were in the battle. The only 
important general missing is old General 
Sickles because he got in Dutch later in 
life, but there is a street named after 
him in the battle ground. 

It was at Gettysburg where Abraham 
Lincoln made a memorial speech which 
consisted of only a few words, but has 
gone down in literary history as a great 
classic. Another man, Edward Everett, 
made what was then thought to be the 
principal speech of the occasion, an ad- 
dress which took several columns of 
daily newspaper space to report in full 
the next morning. Lincoln wrote his 
few words on the train, then rewrote and 
polished them on the night before deliv- 
ery while in his bedroom in the home 
of a family named Wills. He tossed off 
this work of genius as an oratorical trifle. 
Not half a dozen of those who heard it 
knew that they were hearing profound 
thought so beautifully and powerfully ex- 
pressed that it would stand for decades 
as a model of its kind—will probably last 
as long as the English language survives. 

In driving by the old Wills house I 
noticed a sign at the window of the room 
which had been occupied by Lincoln and 
which read: “P. W. Stallsmith, Real Es- 
tate.” The thought that Mr. Stallsmith 
might be selling insurance as well as real 
estate in the room where Lincoln edited 
his famous utterances led me to pay a 
call upon Mr. Stallsmith who informed 
me that he does not sell insurance. In- 
stead he owns the drug store in the first 
floor of the Wills building and is also 
a distributor for Piel’s and Bushkill lager 
beer. His office contains many things of 
historic value on the walls, but no insur- 
ance company sign. 

* * * 


Resignation of C. C. Hanch 


One of the trade organizations has 
lost a valuable man in the resignation of 

C. Hanch as secretary and general 
manager of the National Association of 
Finance Companies. He has done a fine 
job for the finance industry, and his in- 
fluence in the N.A.F.C. News has made 
that one of the most readable of all the 
usiness house organs. 

Mr. Hanch will in future devote him- 
self to the work of automotive counsel 
and patent adviser, the activity in which 
"€ was engaged before joining the asso- 
Clation. 

His entire business life has had an 
automobile connection as at various times 
he held official positions with Marmon, 
Studebaker, Maxwell and Lexington. For 




















many years he was vice-president Na- 
tional Automobile Chamber of Commerce 
in charge of the patent division which 
he created and during the war was chief 


of the Automotive Products Section of 
the War Industries Board. 
* * * 


Automobile Price Changes 


Men whose memories of automobile 
matters go back three decades will be 
interested in trying to account for some 
of the price changes, says the National 
Association of Finance Companies. It 
thinks that the sudden increase in the 
prices of passenger cars from 1904 to 
1907 was due to the change from the 
“horseless carriage,” which was virtually 
a light buggy with a motor attached, to 
something resembling the modern auto- 
mobile, while the rapid drop from 1908 
to 1916 was chiefly due to the introduc- 
tion of mass production methods. The 
price increase in 1918 and the two suc- 
ceeding years was of course due to the 
war. The increase from 1923 to 1927 
was probably due for the most part to 
the shift from open bodies to closed 
bodies, which has now become almost 
complete. 

The persistence of high prices for 
trucks long after passenger cars had 
come down very greatly in cost was 
probably due in large part to the small 
output. Prices could oniy come down 
when vehicles were being produced in 
sufficient volume to justify mass _ pro- 
duction methods. Of course the decisive 
downward trend of prices as shown by 
a new chart does not by any means tell 
the full price reduction story, because 
it does not reflect the contemporaneous 
improvement in design and quality. The 
cheapest full sized passenger car today 
is better in nearly all respects than the 
highest priced car of only a few years 
ago. 

The value of the instalment notes since 
1928, when the figures were first avail- 
able, has been very nearly the same as 
the average prices of passenger cars and 
of all motor vehicles. This means that 
the down payments have been very near- 
ly equal to the difference between the 
wholesale price and the retail price. How- 
ever, notes have been dropping less rap- 
idly than prices, with the result that in 
1933, for the first time, the average in- 
stalment note was greater than the aver- 
age wholesale price of all motor vehicles. 
Such a trend could result from a pro- 
gressive decrease in the per cent of down 
payment, which we should consider an 
alarming tendency. 


The average instalment note on new 
motor vehicles in 1928 was $635. This 
figure decreased each year until 1933, 


when it was $516. However, for each of 
the first six months of 1934 the figure 
has been higher than the 1933 average 
and has amounted to $553 for the six 
months period. 

This increase in the average instalment 
note raises the question whether prices 


of motor vehicles have risen correspond- 
inely. 
able. but the 
National 


The exact figures are unobtain- 
monthly reports of the 
Automobile Chamber of Com- 


merce segregate the passenger car pro- 
duction of members of that association 
into fifteen price classes. A _ study of 
these figures reveals that the average 
wholesale price of ‘the automobiles cov- 
ered thereby has been about $64 greater 
for the first half of 1934 than for the 
year 1933. Ford cars constitute nearly 
all of the automobiles not covered by 
the N.A.C.C. figures. A study of Ford 
list prices indicates that the average 
wholesale price of the Ford cars for 1934 
has been about $19 greater than for 1935. 
Giving these figures the proper weight, 
the result shows that the average price 
of all cars sold has increased by about 
$48, whereas the increase in the average 
instalment note has been only $37. 
* * * 


Understanding Between Nations 


Ivy Lee, one of America’s two leaders 
in public relations, has gotten out a new 
brochure, “The Problem of International 
Propaganda, a New Technique Necessary 
in Developing Understanding Between 
Nations.” 

No one has had any more experience 
in the interpretation of international af- 
fairs; and, therefore, the book is timely 
and readable. Healthy contacts between 
nations are Ivy Lee’s long suit, and what 
he writes on the subject deserves atten- 
tion. 

He says that healthy contacts between 
nations are not promoted by the methods 
of war propaganda or those of any form 
of underground or indirect propaganda 
in time of peace. He believes that there 
is a longing of peoples for understand- 
ing; that most every Government today 
and all the peoples in them are primarily 
seeking with reference to other peoples 
not to change the methods of others, but 
to be themselves understood. The peo- 
ple of every nation have their ideals, 
their longings, their conventions. Some, 
especially since the war, labor under a 
sense of grievous injustice. Others are 
possessed with a sense of fear, wonder- 
ing what may happen to them under 
imagined conditions. Again, there are 
nations not oppressed by a sense of 
injustice which are free from a fear of 
attack, conscious of a larger purpose of 
their own, and earnestly seeking to co- 
operate with all nations in working out 
a higher human destiny. They often feel 
deeply their own sincerity of purpose and 
earnestness of effort which are neither 
appreciated nor understood by others. 

In Mr. Lee’s opinion the most tragic 
fact of our time is the failure of nations 
to understand one another’s best side. 
“The salt unplumbed estranging sea” of 
ignorance of one another keeps the souls 
of nations apart. 

The large, principal purpose of legiti- 
mate international propaganda is the at- 
tainment of peace and the outlawing of 
war, in Mr. Lee’s opinion. Once that is 
aitained the supreme aim must be to 
bring about such an interexchange of 

goods, services and culture among all the 
peoples as progressively to raise the 
standard of life for human beings every- 
where. Viewed in such light interna- 
tional propaganda has a beneficent mis- 
sion. 

He believes that nations can take ad- 
vantage of legitimate international propa- 
ganda by use of the printing press, the 
radio, newspaper advertising and the mo- 
tion picture. Commenting along this line, 
he said: 


“In Hollywood recently I saw a very 
remarkable motion picture illustrating 
and undertaking to justify President 


Roosevelt’s monetary policy. Whatever 
one may have thought of the argument, 
the effectiveness of the technique was 
revealing. The habits and practices of 
social and commercial life are today be- 
ing profoundly influenced by the motion 
picture. Why should not this medium 
be utilized by Governments in telling 
abroad on behalf of their own people 
their own story and purposes. 

“How interesting and effective it might 
be if Italy should present its problems 
to the whole world in the form of a 
motion picture, or series of them, and if 
at the beginning of each picture Musso- 
limi himself should sign a message, saying 






in effect: ‘] have caused this and other 
pictures to be made and offered to the 
world zs Italy’s own interpretation of 
itself.” ‘such frankness would itself be 


refreshing. 

“In this tenth-of-a-second world why 
should not the peoples through their Gov- 
ernments frankly assume the cost of hav- 
ing their accepted leaders tell the story 
of their problems and relate their attitude 
on international matters by means of the 

‘adio ?” 

* * * 
Old Fire Engines 

Old hand-power fire engines which 
once ran through the streets of American 
cities en-route to fires are being pre- 
served and exhibited in the building of 
the New York Historical Society. 

The manual fire engines of old New 
York were first imported from England. 
Earliest record of a successful machine 
of this class went into commission in 
London in 1721 and ten years later one 
was seen on the streets of this city. 
American ingenuity supplied many im- 
provements, John W. Harrington said in 
last Sunday’s edition of the New York 
Times. The best known builder in this 
city was James Smith. His masterpiece, 
Big Six, weighed two tons. 

* * 
Zaybe You Can Figure It Out 

It is generally admitted in advertising 
circles that ads which mystify the reader 
are decidedly questionable; in fact, irri- 
table. 

I have just been trying to figure out 
the meaning and object of a half page 
ad of the Cornhill Insurance Co., which 
appeared in one of the insurance papers 
abroad. The top of the advertisement 
consists of this sentence in large type: 
“The Fox and the Grapes.” Underneath 
that is a summary of one of Aesop's 
Fables, running thus: “A Hungry Fox 
saw some fine bunches of Grapes hang- 
ing from a vine that was trained along 
a high trellis, and did his best to reach 
them by jumping as high as he could into 
the air. But it was all in vain, for they 
were just out of reach: so he gave up 
trying, and walked away with an air of 


dignity and unconcern, remarking, ‘] 
thought those Grapes were ripe, but | 
see now they are quite sour’.” 

This is followed by the, statement. 


“The Commercial Amalgamated Policy is 
within the reach of all.” 

Evidently, someone has been making 
wisecracks about the policy, and the 
Cornhill thinks the comment is a case 
of sour grapes. Or, probably some read- 
er of this page can do a better job in 
figurine out what was in the mind of the 
copy writer. 

* a 


H. H. Reed’s Idea Of An Interview 


Henry H. Reed, general manager in 
Greater New York, Insurance Co. of 
North America fleet, returned this week 
from Europe, having visited Munich, 
London and Paris, each a spot news cen- 
ter. Seeing him on his return reporters 
report poor fishing. 

Asked about Munich he replied: “The 
scenery in the environ is_ beautiful.” 
Asked about Hitler he said: “He is still 
in power.” Queried about London and 
Paris he responded: “Both are doing 
business at the same old stand.” 


When 


the reporters inquired about Senator 
McAdoo and Peggy Joyce, boat passen- 
gers, his reply was this: “Didn’t play 
bridge with or them.” 


talk to either of 
* com * 


Independence Insurance Co. 


The Courier Journal and Louisville 
Times, officials of which control the re- 
eontly formed Independence Insurance 


Co. of Louisville. announce two new in- 
sv~ance policies issued by the Independ- 
erce and available to readers. A travel 
accident policy will cost readers five 
cen‘s a week. An all cover will cost six 
cents a week 
* 7. * 
Killed By Fall Over Cliff 

Fall‘ng over a cliff at the state park 
in Madison, Ind., while hiking, Walter 
Rector of the insurance department, 
Bankers Trust Co., Louisville, Ky., was 
killed a few days ago. 
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Van Vranken Elected 
A Vice-Pres. of Home 


PETERSON ASS’T SECRETARY 





Both Officers Widely Known and Popu- 
lar in Fire Circles; Former Remains 
General Adjuster 





Two important promotions of executive 
officers of the Home were announced ‘by 
President Wilfred Kurth Wednesday 
afternoon. Richard F. Van Vranken, 
secretary and general adjuster for some 
years, becomes also a vice-president, and 
Leonard Peterson is made an assistant 
secretary. These promotions were made 
by the executive committee and are sub- 
ject to the usual confirmation by the 
board of directors who meet on Monday. 

Mr. Van Vranken joined the Home as 
an office boy in 1900 while still in high 
school. He was soon made a junior clerk 
in the metropolitan department and later 
became an assistant policywriter. From 
there he was transferred to the cashier’s 
department, becoming, after five years, 
assistant cashier. Desirous of learning 
the underwriting end of the business he 
was transferred to the Eastern depart- 
ment as map clerk at his own request. 
Six years later he was placed in charge 
of the suburban counter, leaving that po- 
sition in 1912 to become special agent in 
eastern New York. 

He returned to New York in May, 1926, 
as assistant general adjuster. In No- 
vember, 1929, Mr. Van Vranken was ap- 
pointed secretary and general adjuster. 
He is a former president of the Under- 
writers’ Association of New York State 
and is a member of Ex-New York State 
Fieldmen’s Association and the Blue 
Goose. 

Peterson’s Career 

Leonard Peterson, a graduate of Ar- 
mour Institute, started his insurance ca- 
reer with the Michigan Inspection Bu- 
reau. He was later associated with the 
Central Actuarial Bureau and the Fire 
Prevention Company of Chicago before 
joining the Home in September, 1930. His 
first position with the company was as 
special agent in the Chicago office and in 
1921 he was placed in charge of the im- 
proved risk department of the Chicago 
office. In 1927 he was called to New 
York as assistant manager of the im- 
proved risk department and in January, 
1930, he was made division underwriter 
for the Western department. During the 
World War Mr. Peterson was a lieuten- 
ant in the Field Artillery and served 
eight months on the other side. He is a 
member of the Blue Goose, the American 
Legion and an honorary engineering fra- 
ternity. 


Wm. H. Frazier Is Made 
State Agent for Sun 


William H. Frazier, special agent for 
the Commercial Union group in eastern 
Pennsylvania, has resigned to go with the 
Sun Insurance Office and affiliated com- 
panies as of September 15. He will be 
state agent for the Sun group in eastern 
Pennsylvania, Delaware and northeast 
Maryland, with headquarters in Phila- 
delphia. Mr. Frazier was with the Com- 
mercial Union for fourteen years. 








BROOKLYN PREMIUMS UP 8% 


Brooklyn fire insurance premiums for 
the first half of this year totaled $5,021,- 
250, an increase of 8% over the figure 
for the same period of 1933, when the 
premiums were $4,645,494. By company 
groups the Home led with premiums of 
$495,638, a slight gain over 1933. The 
America Fore group was second with 
$405,519 and the Royal-Liverpool groups 
third with $371,674. 


Asks Code Opponents 
To Improve Practices 


RESPONSIBILITY HELD THEIRS 





President Wolff of Agents’ Association 
Says Companies and Commissioners 


Should Help Remove Evils 





Allan I. Wolff of Chicago, president of 
the National Association of Insurance 
Agents, called upon the insurance com- 
missioners and company executives to 
accept responsibility for initiating efforts 
to remove unfair underwriting practices 
during the course of an address he made 
before the annual meeting of the Penn- 
sylvania Association, now meeting at 
Pocono Manor, Pa. Mr. Wolff took the 
position that as both the companies and 
commissioners offered opposition to the 
N.R.A. code offered by the local agents, 
holding that the business could regulate 
itself, so it was up to the opponents now 
to lead the way in clearing up trouble- 
some problems and securing fair com- 
petition, 

Citing the experience of many indus- 
tries which proves that while mobility is 
an antonym of stability, the latter can 
be secured only through mobility or flex- 
ibility, he said that the shortest route to 
ruin is to overstay any market. Of the 
attitude of the insurance business he 
said: 

Liberalization Delayed 

“Too often we persist in archaic cus- 
toms and refuse or unduly delay the lib- 
eralization of underwriting methods, poli- 
cies and practices. Too frequently what 
is, in fact, inertia and stubborn unpro- 
gressiveness is supposed to betoken se- 
curity and safety. Too often the field is 
left wide open for the non-orthodox, but 
perhaps alert and enterprising carrier, 
whether it be Lloyds, mutual, reciprocal 
or non-board stock. At length the keen 
edge of ruthless competition cuts so 
deep a gash that companies and pro- 
ducers alike suffer beyond endurance.” 

Declaring that in no case has sane cor- 
rection been undertaken by “completely 
representative co-operative action,” he 
said that each group always seeks vainly 
its own means of relief and produces 
more confusion, in every case infringing 
on local agency reserves and upsetting 
agency principles. Using the separation 
program as a current example, he added: 

“How can companies expect willing 
agency co-operation while the companies 
fail to regulate brokerage production and 
themselves continue in pooling agree- 
ments with non-organization carriers 
and even mutuals ?—Witness grain, cot- 
ton and oil associations.” 

_Dismissing the thought that the de- 
sired state of equilibrium has been ob- 
tained, the speaker said this is true de- 
spite the fact that incident to a recent 
insurance family difference, company 

(Continued on Page 20) 





Sound Insurance 





FIRE ASSOCIATION OF PHILADELPHIA 
Established 1817 


VICTORY INSURANCE COMPANY 
Established 1919 


THE RELIANCE INSURANCE COMPANY 
Established 1841 


for over a Century 





Chicago 
Atlanta 


HEAD OFFICES 
Fourth and Walnut Streets, Philadelphia 


DEPARTMENTAL OFFICES 
San Francisco 


New York City 


Dallas 
Toronto 








OCEAN AND INLAND MARINE DEPARTMENTS 
Appleton & Cox, Inc., Attorney 
8 South William Street 
New York City 


Service Offices or General Agencies in all Principal Cities 








N. Y. C. POND MEETS SEPT. 12 





Gathering at Downtown Club in Newark 
Will Honor Most Loyal Grand 
Gander S. A. Mehorter 

A large number of fire company ex- 
ecutives and officials of fire insurance or- 
ganizations are planning to attend the 
meeting of the New York City Pond of 
the Blue Goose to be held next Wednes- 
day evening, September 12, at 6:30 
o’clock at the Downtown Club on Broad 
Street in Newark. This first meeting of 
the 1934-35 season is to be a tribute to 
Samuel A. Mehorter, New Jersey state 
agent of the Home, who was recently 
elected most loyal grand gander of the 
Blue Goose. Mr. Mehorter was most 
loyal gander of the New York City Pond 
a short time ago and has for years 
strongly supported Blue Goose activities. 





HOME F. & M. DIVIDEND 
Directors of the Home Fire & Marine 
of San Francisco, a member of the Fire- 
man’s Fund group, last week declared 
the regular quarterly dividend of 50 cents 
a share, payable September 15 to stock- 
holders of record September 5. 


STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 80 John Street, New York 


J. A. Kexsey, President 


CAPITAL . ° ° 
PREMIUM RESERVE . : 
OTHER LIABILITIES : 
CONTINGENCY RESERVE 
NET SURPLUS . ° . 


*TOTAL ASSETS ° ° . 


G. Z. Day, Vice-President 
Statement December 31, 1933 


C. L. Henry, Secretary 


$1,500,000.00 

1,226,193.71 

221,955.00 

479,739.13 
2,204 

. 5,632,695.91 


“New York Insurance Department Valuation Basis. 








c. C. C. TO ALTER PLAN 





Will Permit Warehousemen to Insure 
Cotton in South Through 
Local Agents 

Because of the tremendous pressure 
brought to bear by local agents in the 
South, their political allies and represen- 
tatives in Congress, it was stated in 
Washington this week that the Com- 
modity Credit Corporation has decided 
to permit warehousemen to place the in- 
surance on cotton on which the Govern- 
ment is to make loans at the rate of 
twelve cents a pound. At the present 
time all the cotton insurance of the 
C.C.C. is handled by three brokerage 
firms and placed directly with insurance 
companies without any participation 
the commissions by local agents. Under 
the new plan the warehousemen will use 
the local agents in their own communities 
to obtain insurance protection. 

While the C.C.C. undoubtedly prefers 
to obtain blanket coverage and to have 
the responsibility for insurance concen- 
trated in as few hands as possible, nev- 
ertheless it feels that it has to recognize 
the demand for a wider distribution 0 
the insurance business. Although the 
local agents said that they lost a large 
volume of premium income through the 
C.C.C. cotton insurance going through 
the hands of the brokers, officials of the 
C.C.C. hold that agents were getting 
their share of the business since the 
banks which made loans to carry the 
note provided insurance at their own ¢x- 
pense in many cases and this business 
presumably went to local agents. 





AGRICULTURAL DIVIDEND 


A quarterly dividend of sixty-five cents 
a share was declared by the board 0 
directors of the Agricultural of Water 
town, N. Y., at its last meeting. This 
dividend is payable October 1 to stock- 
holders of record on September 26. 
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Several Executive Promotions Made 


By Royal-Liverpool Groups 
Cartlidge Becomes Deputy U. S. Manager; Nottingham As- 
sistant Manager of Royal as Well as Liverpool; Grannatt, 


Neiley and Conick Made Assistant Managers; Duties 
of Hotchkin Enlarged 


In conformity with the policy of the 
Royal- -Liverpool groups to fill official po- 
sitions from men within the staff, Harold 
Warner, United States manager, this 
week announced the following changes in 
the United States executive personnel at 
New York, effective September 1. 

H. T. Cartlidge, at present assistant 
United States manager, is appointed dep- 
uty United States manager. C. A. Not- 
tingham, assistant United States mana- 
ger of the Liverpool, assumes a similar 
position with the Royal. M. H. Gran- 
~~ Western manager of the Liverpool ; 
G. F. Neiley, manager of the metropoli- 
tan department of the Royal, and H. C. 
Conick, production manager, are appoint- 
ed assistant United States managers of 
the two groups. These will also be elect- 
ed vice-presidents of the domestic com- 
panies of the groups where they do not 
already occupy such positions. E. W. 
Hotchkin, Western manager of the Royal 
group, will assume jurisdiction of the 
Western department of the Liverpool 
group in addition to his present duties. 


Careers of Officers 


A native of Lincoln, Neb., where he 


was born on September 13, 1878, Mr. 
Cartlidge entered insurance with the 
Kansas & Oklahoma Rating Bureau. 


Later he was with the Shawnee Fire In- 
surance Co. at Topeka, Kan., as special 
agent and adjuster. In 1910 he became 
assistant manager of the Western de- 
partment at Chicago of the National of 
Hartford and in 1922 was made Western 
department manager for the Liverpool 
and other companies in the group. Mr. 
Cartlidge came to New York in 1929 to 
become assistant United States fire man- 
ager. Two years later he was also made 
assistant manager of the Royal group. 
Mr. Cartlidge has had a long and suc- 
cessful career in fire insurance and is 
widely recognized as one of the out- 
standing company executives. 

Mr. Nottingham was born in England 
and started his insurance work in 1903 
with the Central of London, which com- 
pany is now controlled by the L iverpool. 
He served both these companies in Lon- 
don, Glasgow and Birmingham, gaining 
a fine experience in home office and field 
work. After several promotions he be- 
came assistant manager of the Liverpool 
at Birmingham, after which he was trans- 
ferred to the United States. He was 
manager of the Eastern department here 
trom 1921 to 1929 and in the latter year 
was appointed assistant United States 
manager. He is thoroughly acquainted 
with fire insurance conditions in this 


C. A. VAN DOREN LOSES SON 





Willard C. Was Stricken With Infantile 

Paralysis Two Years Ago While 

at Dartmouth 

Willard Cuming Van Doren, son of 
Clarence A. Van Doren, vice-president 
of the New York insurance brokerage 
firm of Davis, Dorland & Co., died last 
Saturday at his home in Ridgewood, N 
J., of infantile paralysis. He was pi Ma 
in 1932 while in his senior year at Dart- 
mouth College. He was 23 years of age 
and had been paralyzed from the waist 
down since attacked by the disease. 

Mr. Van Doren was formerly a track 
athlete. He was captain of the track 
team at Ridgewood High School and ran 
the 100 and 220-yard dashes on the fresh- 
man track team at Dartmouth. Later he 


became manager of the Dartmouth fenc- 
ing team and was f 
Theta Chi Fraternity. 
Parents and a brother, Chester 
Doren. 


also a member of 
Surviving are his 
A. Van 


country and has contributed much toward 
maintaining the high position of the Liv- 
erpool in this part of the country. 

Mr. Grannatt entered the service of the 
Liverpool in 1923 as assistant manager 
of the Western department at Chicago. 
When the company’s Eastern, Southern 
and Western business was consolidated in 
New York he assumed charge of the 
Western department, which position he 
has continued to occupy. His entire busi- 
ness career has been spent in insurance, 
and he is regarded as an able under- 
writer. His many friends in the frater- 
nity will be glad to learn of this further 
recognition of his ability. He will con- 
tinue an active interest in Western in- 
surance affairs. 

G. F. Neiley 

Mr. Neiley is a graduate of Annapolis 
and at the time of leaving the Navy to 
enter the insurance field held the rank 
of lieutenant-commander. He joined the 
Eastern department of the Royal in 1927, 
being advanced to the position of assist- 
ant manager in 1929. Later in the year 
he was appointed manager of the metro- 
politan department of the Royal. 

Mr. Conick was associated with the 
Western department of the Royal, hav- 
ing entered the company’s service in 
1923. He was later made superintendent 
of the general cover department, and 
more recently has been in charge of or- 
ganization and development work. Mr. 
Conick has an extensive acquaintanceship 
with representatives of the Royal-Liver- 
pool groups. 

Mr. Hotchkin, who spent a number of 
years in the service of the Continental 
Insurance Co., latterly as assistant sec- 
retary, entered the employ of the Queen 
in 1926 as assistant manager of the 
Western department. Upon the consoli- 
dation of that company’s business with 
that of the Royal in 1929, he was ap- 
pointed assistant manager of the affili- 
ated companies in the West, and when 
the Chicago department headquarters 
were removed to New York in 1930 he 
was appointed manager of the depart- 
ment. 


America Fore Group Has 


No Plan Before H.O.L.C. 
President B. M. Culver of the Amer- 
ica Fore companies issued a statement 
last Saturday denying that the Continen- 
tal or any of the companies in the group 
is participating in the various insurance 
proposals now before officials of the 
Home Owners Loan Corporation in 
Washington. 

“This position is taken,’ Mr. Culver 
said, “because our companies are not 
prepared to take any part in the matter 
until it can be done on the basis of co- 
operation, bringing into the picture all 
companies which are entitled to partici- 
pate in the business. It is still our hope 
that the companies and agents can join 
hands on some reasonable basis that will 
remove the competitive element in han- 
dling this business.” 





VETERAN FIELDMAN PASSES 

George H. Allen, veteran New Eng- 
land fieldman and general agent of the 
Firemen’s of Newark, died recently at 
his summer home in Waypole, N. H., 
following a shock. He was 82 years of 
age and had been in insurance for nearly 
fifty years. Mr. Allen entered the New 
England field as a special agent of the 
Manchester of England in 1891. Eleven 
years later he left that company to be- 
come an independent adjuster. Through 
this work he came into contact with the 
Firemen’s and joined the company as 
special agent in 1909. He relinquished 
most of his duties in November, 1930. 
In addition to his post with the Firemen’s 
Mr. Allen has been a trustee of the In- 
surance Library Association of Boston 
since 1924. 





WILLIAM H. BENNETT DEAD 

William H. Bennett, vice-president of 
William Stake & Co., Inc., New York in- 
surance brokers, died last Friday night at 
the Beekman Street Hospital, where he 
had been taken after suffering an attack 
of illness on John Street. Mr. Bennett 
was born in North Adams, Mass., on Oc- 
tober 22, 1871, and had been with William 
Stake & Co. for more than twenty-five 
years. He formerly was a member of 
the Old Timers of the New York Fire 
Insurance Exchange. He was also a mem- 
ber of the New York Lodge No. 1, B. P. 
O. E. A widower, he made his home 
with his daughter in Stamford, Conn. 
Funeral services were held Tuesday 
morning. 


Swiss Re Reports Good Results 
For 1933 Despite Premium Drop 


Copies of the 1933 annual report of 
the Swiss Reinsurance of Zurich, one of 
the largest reinsurance companies in the 
world, have reached this country recent- 
ly showing that last year the premium 
income of the company dropped consid- 
erably duc to reduced values subject to 
insurance and also to the depreciation 
of foreign currencies, particularly the 
American dollar. Nevertheless, the re- 
port states that the “outstanding feature 
of last year’s business was the contrast 
between the excellent underwriting re- 
sults obtained and the extent to which 
the final figures were affected by the de- 
preciation of various foreign currencies.” 

Tctal net income last year was 138,- 
148,069 francs, compared with 169,076,882 
francs in 1932. Gross premium income 
showed a drop of nearly 19%. Appar- 
ently the whole of the decrease can be 
attributed to exchange depreciation or to 
decrease in business in currencies sub- 
ject to variation by depreciation in ex- 
change values. About 50% -of the net 
premiums excluding life, is derived from 
fire business, 25% from liability and 15% 
from accident and health. 

The directors’ report states that fire 


business was profitable in nearly all con- 
tinental countries and shows a slight im- 
provement in England; the Far East and 
Australia gave a handsome surplus; Can- 
ada and South America were again dis- 
appointing; in the United States an ex- 
ceptionally high ratio of profit was ob- 
tained. Marine again gave satisfactory 
results, although the volume of business 
shows the effect of the depression in 
trade and industry. Hail on the whole 
gave a favorable loss experience. Per- 
sonal accident business in Europe gave 
a small profit, but in the United States 
the experience was unfavorable; there 
was, however, compensation in America 
in the satisfactory returns in the liability 
section. That business was also satis- 
factory in Europe. The minor branches 
on the whole gave satisfactory results. 

The net account gives a balance of 
76% in the premiums, subject to ex- 
penses, against 4.6% in 1932, 5.0% in 
1931, 5.4% in 1930. Paid losses give a 
ratio within 0.7% of that of 1932, and as 
the ratio is calculated to a heavily re- 
duced premium income the position is 
good. 

The Swiss Re had assets of 501,455,017 
francs at the end of 1933. 





New Jersey Agents’ 
Meeting Opens Today 


ATLANTIC CITY CONVENTION 
Local Boards, Compensation Insurance 
and Advertising Among Subjects 
on Program 


Close to 200 members and guests of 
the New Jersey Association of Under- 
writers are expected to attend the an- 
nual convention of the agents’ organi- 
zation which will be held today and to- 
morrow at the Ambassador Hotel in At- 
lantic City. The meeting will open at 
two o'clock this afternoon with Presi- 
dent William G. Hurtzig presiding. Vice- 
presidents of the association will report 
on the districts over which they have 


jurisdiction and then there will be a gen- 





WILLIAM G. HURTZIG 


eral discussion on local boards led by 
H. A. Faunce. This evening there will 
be a get-together dinner followed by 
eniertainment and dancing. 

The regular business session of the 
convention will be held tomorrow morn- 
ing. Reports will be presented by Pres- 
ident Hurtzig, Executive Committee 
Chairman C. Stanley Stults, Secretary- 
Treasurer Edward M. Schmults, Nation- 
al Councilor Frederick Hickmann and 
by the following committee chairmen: 
Harry L. Godshall, legislative commit- 
tee, and Charles E. Meek, Jr., member- 
ship committee. This will be followed 
by a discussion on compensation insur- 
ance led by E. H. Babbage, vice-pres- 
ident of the Bankers Indemnity. H. V. 
Carlier, advertising manager of the 
Northern Assurance, will speak on “Ad- 
vertising the Agent.” The morning ses- 
sion will conclude with the election of 
officers and members of the executive 
committee. 

Luncheon will be served at 1:15 o’clock, 
at the conclusion of which Walter H. 
Bennett, secretary-counsel of the Na- 
tional Association of Insurance Agents, 
will deliver an address on “Government 
Insurance.” 


ADJUSTERS OPEN OWN OFFICES 

Longworth & Brose, well-known insur- 
ance adjusters of Camden, N. J., discon- 
tinued their joint business on September 
1 and each is now continuing with his 
own office. Richard D. Longworth was 
for many years associated with John H. 
Monrose, a Philadelphia adjuster. Henry 
e pay was formerly general adjuster 
for the Camden Fire at the home office. 
Both are highly regarded by fire com- 
panies for their capable work. 


BUYS DOVER, N. H., AGENCY 

John W. Morrison, local agent and 
former mayor of Dover, N. H., has pur- 
chased the agency of the late Charles 
H. Foss and will combine the two agen- 
cies in headquarters occupied by the Foss 
agency for many years. 
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Taxation of Fire Premiums 


Virginia Lawyer Discusses Question of Taxing Companies to 
Create Funds for Relief of Members of 
Fire Departments 


Taxation of income of fire insurance 
companies for the purpose of creating 
funds for the relief of members of fire 
departments was discussed at length by 
J. Gordon Bohannan, member of the law 
firm of Plummer & Bohannan of Peters- 
burg, Va., before the meeting of the in- 
surance section of the American Bar As- 
sociation at Milwaukee last week. From 
Mr. Bohannan’s address the 
extracts are taken: 

The validity of state statutes or of 
municipal ordinances imposing a tax upon 
the income of fire insurance companies 
derived from premiums on policies cov- 
ering property within the limits of the 
state or of the municipality for the pur- 
poses set out in the above title depends, 
of course, upon the provisions of the 
statutes or the ordinances themselves, or 
of the constitutions of the several states 
and upon the powers conferred upon 
such municipalities by the acts of the 
legislatures of the several states. 

The apparent conflict in the decisions 
of the state courts upon this question 
may in most instances be reconciled by 
a consideration of the limitations upon 
the powers of, or the grant of powers to, 
such political units contained in such in- 
struments. It is not the purpose here 
to attempt to explain this conflict in the 
manner suggested, but rather to point out 
certain fundamental principles which may 
be regarded as generally applicable to 
such statutes or ordinances. It will be 
contended that the constitution of the 
United States, binding upon all the states 
alike, furnishes in the last analysis the 
basic test for the exercise of this pre- 
tended power. 


following 


Foreign Companies Only 
An examination of the cases which 
have upheld the validity of a charge 
upon the premium income of insurance 


companies for the purposes indicated will 
disclose that in many of these cases the 
charge was imposed upon the income of 
foreign insurance companies only. Here 
the right of the state to exclude such 
corporations altogether or to change the 
conditions of admission and to impose 
as a condition the payment of a new 
tax or a further tax as a license fee and 
the right to prescribe, within certain 
limits, the conditions upon which such 
foreign corperations might do business 
within the state furnished the real basis 
for the decision. 

In some of the cases the courts have 
held that where a foreign corporation 
has been admitted into a state and is 
“within its jurisdiction,’ within the lan- 
guage of the Fourteenth Amendment, it 
cannot be denied the same protection 
which is accorded by the law of that 
state to domestic corporations, certainly 
during the term of the license. 

In other cases in which the validity 
of such a charge upon the premium in- 
come of insurance companies has been 
upheld, it is said that the relationship 
between the firemen and the public may 
be disregarded and the exaction has been 
justified as an exercise of the police 
power inherent in the sovereignty of the 
state. The exercise of this power is fre- 
quently made the basis of a tax imposed 
on foreign insurance companies. * * * 


Tax on All Companies 


Let us assume that the statute or or- 
dinance relates to all admitted insurance 
companies without distinction, and that 
its purposes are as set out in the title. 
If we assume further that the assess- 
ment of the premium income is a tax 
and not a mere license nor a matter of 
regulation, then, even in the absence of 
express constitutional restriction, the 
purpose for which such a tax is imposed 
must be a public one, for no tax can be 
laid by a state or by a municipality, with 


the consent of the state, for the pur- 
pose of raising funds for a mere private 
or personal purpose. Moreover, state 
constitutions generally impose limitations 
upon the powers of legislatures with re- 
spect to the levy of a tax and the mak- 
ing of appropriations. 

Fire departments within the cities, 
town or counties of a state are not agen- 
cies of the state. Their members are 
not employes of the state. The expense 
of maintaining such departments is not 
an expense of the state. The amount 
due the members of such departments as 
compensation for services or the amount 
paid them for relief as pensions is not 
an indebtedness or obligation of the 
state. The maintenance of such depart- 
ments is a matter of municipal concern, 
a function of municipal government. Such 
departments are municipal institutions. 
x * * 


There is no special or pecuniary obli- 
gation due from the state to the recip- 
ients of such a fund as that under con- 
sideration. And certainly so far as the 
state is concerned it is the bestowal of 
a charity. If so, and if the state has 
the right to require insurance companies 
to contribute to such a fund, although the 
contribution is not made to the recipient 
direct, but through an _ intermediate 
agent of the state, through state officials 
or through legislative appropriations, the 
state might with no better show of rea- 
son compel its citizens or a given class 
thereof to contribute to other charitable 
associations or corporations far less 
worthy of consideration. * * * 

In some of the states, legislatures have 
conferred upon the municipalities the 
power to extend financial relief and to 
establish funds for the payment of pen- 
sions to injured or retired members of 
fire departments. Such legislation would 
seem to recognize the fact that such em- 
ployes are municipal employes and not 
servants of the state and that the 
amounts authorized to be paid are not 
paid as compensation for services ren- 
dered, for cities and towns have the right 
to establish and maintain fire depart- 
ments and no express legislative authori- 
zation is needed to enable such a city or 
town to pay debts lawfully contracted for 
the maintenance of such department. * * * 

Inequality of Tax 

Moreover, it is urged that the insur- 

ance companies do not bear the burden 








to assume. 
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which, it is said, is passed along to the 
owners of the property insured by an 
increase in the rate. This may or may 
not be true. But if it is true the shift. 
ing of the burden and the making of the 
insurance companies a collection agency 
for the purpose of enforcing the tax does 
not avoid the inequality of the tax. The 
owner of property fully insured in an 
admitted company would pay a tax 
higher than that paid by one whose prop- 
erty is only partially insured. The owner 
of property not insured or insured in a 
non-admitted company would pay no part 
of the tax, in spite of the fact that the 
owner of property insured in a non-ad- 
mitted company would receive the same 
measure of protection and benefit. * * # 
It is true that it has been held that 
the constitutional provisions relating to 
uniformity do not apply to license taxes, 
In view of the fact that the states which 
impose the tax under discussion on do- 
mestic corporations do not usually make 
the payment of the tax a condition upon 
the right to exercise the privilege of do- 
ing business and do not attempt by the 
imposition of the tax to regulate the con- 
duct of the business, and in view of the 
further fact that states generally impose 
specific license taxes on insurance com- 
panies, considerable doubt is thrown upon 
the question of the exact nature of the 
tax. But the object of all taxation should 
be equality and there should be a proper 
adjustment of the relationship between 
the source of the tax and its purpose. 


North British Shows 
Large Gain in Surplus 


The semi-annual statement as of June 
30 of the United States branch of the 
North British & Mercantile shows total 
admitted assets of $14,601,934 compared 
with $14,540,742 as of December 31, 1933. 
In both statements securities were valued 
on the basis approved by the New York 
Insurance Department. Total liabilities 
were $8,142,646 as against $8,361,555 on 
December 31, and the surplus to policy- 
holders was $6,459,288 compared with $6,- 
179,187. 

An interesting feature of the North 
British statement is that whereas the 
surplus to policyholders as of December 
31 would have been greater by $60,684 if 
actual market quotations as of that date 
for all securities owned had been carried 
into the statement, the surplus to policy- 
holders as of June 30 would have been 
$7,009,169 or greater by $1,149,881 than 
the surplus actually shown in the pub- 
lished statement if securities had been 
valued at actual market quotations on 
June 30, 1934. 








AWAIT SEPARATION DECISION 


Some Philadelphia local agents hold 
to the belief that the Eastern Underwrit- 
ers’ Association may not adopt a com- 
plete separation program in the end but 
accept the system now operative in ordi- 
nary territory which permits the contin- 
uance of mixed agencies now in existence 
and does not allow any new mixed agen- 
cies to be created. Also present mixed 
agencies may not add any more non- 
association companies. Agents in Phila- 
delphia are not as yet doing anything 
about separation waiting for the compa- 
nies to make the first move. The E.U.A. 
will hold a meeting next Wednesday, 
September 12, and it is expected that a 
decision on the separation question will 
be announced then. 





JOHN C. RYAN GOES TO UTICA 

John C. Ryan, formerly in charge of 
the Newark office of Ryan, Young 
Bailey, insurance adjusters, has been 
transferred to Utica to be head of the 
new office just opened there. 
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Woltt om Unfair Practices 


(Continued from Page 16) 


executives and certain respected super- 
vising officials assured the “Powers That 
Be” in Washington that the insurance 
business was well in hand, sufficiently 
regulated, adequately supervised, and 
completely policed. This course, he said, 
leaves agents a bit confused since on 
other occasions company executives have 
admitted that the troubles of the busi- 
ness are many, that they are serious and 
that something must be done with the 
utmost dispatch. 
Commissioners Not in Agreement 

Expressing admiration for the super- 
vising officials he said it is freely grant- 
ed that when codes were being consid- 
ered, it was their obligation to consult 
the administrators. The commissioners, 
he said, would be the last to contend 
that they are in sufficiently strong posi- 
tion to handle the innumerable problems 
that confront them, saying:: 

“Without disrespect to them, let me 
remind you that some are banning prac- 
tices which their colleagues officially ap- 
prove; some are advocating restrictions 
which others decry; some complain that 
they are without sufficient power, while 
others apparently believe that the super- 
visors of other states are trying to ex- 
ercise too much power. 

“It would still appear, therefore, to a 
man up a tree, that without surrender- 
ing their independence and proper sov- 
ereignty, they might perhaps have 
strengthened their own hands by the 
very means which they apparently felt 
should be avoided. I submit this for 
consideration despite a realization of the 
legal doubts and questions involved. 

“In any event, what we believed was 
an opportunity to attain a fair and equit- 
able state of balance, was lost or at least 
deferred, and I say to you here and now, 
that those companies and officials who 
contributed largely to this decision have 


thereby taken unto themselves added re- 
sponsibility. It is surely incumbent upon 
them to do their utmost to eradicate the 
admitted inequalities that now exist in 
the business. I have no doubt whatever 
that the officials will willingly lend their 
assistance in this direction.” 


Doubts Likelihood of Company 


Co-operation 


Stating that frequent and emphatic 
public utterances indicate absolute una- 
nimity of thought that there are too 
many incompetent producers, licensed 
and unlicensed, handling or mishandling 
business, Mr. Wolff said: 

“The agents firmly believe that leader- 
ship belongs largely to the company ex- 
ecutives, but they are equally firm in the 
belief that this does not mean dictator- 
ship. They believe, likewise, that what 
is most needed to capitalize the poten- 
tialities of association work is worth- 
while company co-operation. Except in 
isolated instances, this has never been 
accorded them. 

“We almost despair of convincing our 
principals (the companies and their ex- 
ecutives) of the earnestness of our de- 
sire to work with them and never against 
them. One year ago we had high hopes 
of being allowed to assist in the creation 
of a jointly controlled organization for 
the adjustment and settlement of many 
of our business problems. But you know 
the story only too well. However, in 
view of all that happened both in the 
negotiations for self-control and subse- 
quently for a code, we believe that we 
are now largely warranted in standing 


on the side lines and watching others 
perform. 
“We are confident that the commis- 


sioners will assist in every way consist- 
ent with their powers and responsibili- 
ties; but frankly, we believe we are jus- 
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tified in doubting the likelihood of com- 
pany co-operation.” 

The speaker asked the question wheth- 
er a few alert and aggressive companies 
and producers should be allowed to gath- 
er in these large government risks while 
others nod, or is general public benefit 
best served by methods warranting equal 
efficiency with the broadest possible dis- 
tribution. 





Pearl Reports Gains in 


Assets and Premiums 

The Pearl Assurance’s United States 
branch reports assets of $8,799,241 as 
of June 30 compared with $7,695,959 on 
December 31 last. The unearned pre- 
mium reserve at the middle of the year 
was $5,294,957 as against $3,922,699 six 
months before. The net surplus of $2,- 
444,327 is practically unchanged. The 
reserve for losses in process of adjust- 
ments amounts to $716,121 and the re- 
serve for taxes and other expenses $343,- 
835. Of the assets $6,141,398 are invest- 
ed in bonds. The cash item totals 


$1,115,162. 


LISTS APPROVED APPLIANCES 


The National Board of Fire Under- 
vriters has just distributed revised lists 
of inspected gas, oil and miscellaneous 
appliances and inspected fire and acci- 
dent protection appliances, as approved 
by the Underwriters Laboratories. 
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SIMPLIFIED AUTOMOBILE RATES AND PREMIUMS MANUAL 


A clear and concise book that is really simple and 


indispensable for quick reference. 


lision, Bodily Injury Liability and Property Dam- 


Fire, Theft, Col- 


manuals of the Fire and Casualty Associations. It 
will be available for the entire country and will 
contain about 64 pages. 
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Above is portion of sample page, actual size (with fictitious figures) from 1934 Simplified Automobile 
Pocket Manual Published with the cooperation and permission of the National 
Automobile Underwriters Association. 


Copyrighted by 
102 Maiden Lane 


222 W. Adams St. 
Chicago, IIl. 


RECORDING & STATISTICAL CORPORATION 
New York, N. Y. 


87 Kilby St. 
Boston, Mass. 


Publishers and distributors of the Office Manual, the Manual of Comprehensive Rates 
and Premiums, and other publications of the National Automobile Underwriters Association. 
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STUDIES VALUED AUTO FORMms 





New York Insurance Dep’t Asks Com. 
panies to Use Only Modified Forms 
Pending Decision 

The New York Insurance Department 
is still conducting its study of the yal. 
ued policy forms for automobile fire and 
theft insurance and pending a decision 
has suggested to companies that they use 
the valued monthly reduction form. This 
form does not appear as susceptible to 
the moral hazard risk as the straight 
valued form which has been pushed by 
some companies in the last few years in 
this area as a competitive measure, 

The new manual recently adopted by 
the National Automibile Underwriters 
Association prohibits the writing of val- 
ued forms of policies and the New York 
Department accepted this manual for 
filing. In order to meet competition of 
non-association companies, however, 
members of the National Automobile Un- 
derwriters’ Association have told their 
agents not to lose business, it is re- 
ported. 

The valued form of policy was the 
common type in use until about 1920, but 
bad loss records in the next year or two 
because of the depression and attending 
high moral hazard caused the companies 
to discontinue writing it. From about 
1921 or 1922 the valued form was not 
sanctioned by the automobile association 
for use anywhere, but its use recently 
was approved for territory in and around 
New York City. 





Insurance Golf Ass’n 
Tournament Sept. 18 


Charlie Weller, president of the Insur- 
ance Golf Association, and well-known 
brokerage and service department head 
for the North British Group, has mailed 
out invitations for the association's fall 
tournament, which will be held at the 
Wheatley Hills Golf Club, East Willis- 
ton, L. IL, Tuesday, September 18. The 
nine-hole qualifying round will be held 
in the morning at nine o'clock, and the 
eighteen-hole prize competition in_ the 
afternoon at one o’clock. An excellent 
assortment of prizes has been selected, 
including prizes for low score in each 
foursome playing in the afternoon 
matches, 


CAMDEN PROMOTES JOHNSTON 


The Camden Fire announces the ap- 
pointment of Robert K. Johnston a 
special agent for eastern Pennsylvania. 
Mr. Johnston has been an examiner in 
the middle department for five years and 
has been connected with the Camden 
Fire for the past eighteen years. He 
succeeds Clayton M. Fussell who has re- 
turned to the home office to assume 
special duties, at his own request. 
complimentary dinner was given Mr. 
Johnston by his fellow employees 0 
September 4 at which time he was pre 
sented with a wrist watch. 


INS. DEP’T COMES TO N. Y. 

The National Distillers Products ©, 
New York, has transferred its insurance 
department from the offices of the 
American Medicinal Spirits Corp. @ 
Louisville, to New York. Paul Vernon 
Hornung, Louisville, in charge of the 1 
surance department, recently came East. 
Prior to going with A.M.S., about a yet 
ago, Mr. Hornung was with the Liberty 
Bank & Trust Co., and before that was 
a field man for the general agency 
partment of the former Reutlinger & 

















Septe 


— 











September 7, 1934 


SS —————————————_— — ~~ —- - 


as it Pil dN 





SN PP ic CT & ALL 


aldson 








es 


FORMS 
isks Com. 


| Forms 


epartment 
f the val- 
le fire and 
a decision 
t they use 
orm. This 
eptible to 
e straight 
oushed by 
V years in 
asure. 

Jopted by 
lerwriters 
ng of val- 
New York 
anual for 
etition of 
however, 
1obile Un- 
told their 
it is re- 





was the 
- 1920, but 
ar or two 
attending 
ompanies 
om about 
was not 
$sociation 

recentl) 
1d around 





ept. 18 


he Insur- 
-Il-known 
lent head 
as mailed 





and the 

1 in the 

— HERE'S a side to the Higher Education 
in each which can happily affect your premium 
—— income in more than a dozen different 
— | ways. 

the ap- ' The problem of protecting the property 
peak and funds of private schools and colleges 
miner calls for the same specialized knowledge 
pet required by other complex schedules, 
om 4 knowledge which only qualified agents 
~ assume can supply. Seldom are school authori- 
ee ties familiar with other than the more 
ees on elemental forms of protection such as 
ie FIRE and WINDSTORM; even these 
1% values may need readjustment. They 
scts Co, may also recognize the need for 
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the equally important U & O to protect 
income from dormitory rents, salary 
disbursements and all other expenses 
that continue no matter what happens? 
Have EXPLOSION hazards been con- 
sidered? Is there a FINE ARTS policy, 
protection for valuable SCIENTIFIC 
INSTRUMENTS and TROPHIES, 
ATHLETIC EQUIPMENT, MUSICAL 
INSTRUMENTS? Medical schools may 
have RADIUM. Is it insured? 


ZEtna Fire Group agents have the facilli- 


ties for meeting these requirements of 


schools and colleges. There is no better 
time than at the beginning of the school 
year to present their qualifications. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 
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John A. Jordan, state agent of the 
Continental, with headquarters at Al- 
bany, and a good friend of mine, sends 
me this in reply to something I published 
a couple of weeks ago about the service 
the Firemen’s of Newark gives its agents: 
“Dear Ed: 

“In your weekly letter in The Eastern 
Underwriter last week, noted that you 
as a representative of the Loyalty Group 
of companies, service your agents by fur- 
nishing them with modern bathroom 
equipment in a hotel and that it also 
included a shaving brush. 

“The America Fore engineering or- 
ganization give this same service, but we 
are more up-to-date in that we furnish 
them with brushless cream rather than 
an old-fashioned shaving brush. 

“It may be that inasmuch as you do 
not drive a car, you have not had your 
attention called to the fact by roadside 
advertisements that Burma Shave does 
not need a brush, and as you do not 
enjoy radios, you have not heard Singing 
Sam tell you of the advantages of Bar- 
basol. 

“Am calling this to your attention in 
a friendly manner, in order that the Loy- 
alty Group may give the same service to 
their agents as the America Fore and 
their up-to-the-minute engineering de- 
partment.” 

+ * * 


Fully Repaid for My Writing 

There are times now when I feel dis- 
posed to drop this column entirely, afte 
having conducted it for nearly five years, 
but every once in a while I get letters 
like the following that give me great 
pleasure and I keep on with the kind 
indulgence of the editor and my friends. 
Recently I wrote a little squib about a 
very wonderful lady at Canajoharie and 
received the following reply: 

“The wonderful tale you told about me 
in your ‘Tales of the Road’: I never had 
so fine a compliment, and I do not kno 
how to thank you for it and fear I co 
not deserve it. But I do thank you... 
Hope you and your family are well. 
Hope you will call on us again—Emma 
N. Patten.” 

That’s just it, the finest are the most 
modest and don’t realize how fine they 
are. And as I said they don’t have any 
medals pinned on them, nor public re- 
ceptions, nor newspaper fame, like chan- 
nel swimmers, ocean flyers, marine or 
military heroes. 

* * * 


Any Work Well Done Deserves Credi: 

I wish to quote also from a letter re- 
ceived from a modest ticket agent at 
Watertown, N. Y., who is doing his very 
best to be a good ticket agent. Nobody 
can do better or more in any position or 
trade than a man doing his best in the 
position life has placed him. An unedu- 
cated, humble bootblack with little brains 
can do no more than give you the best 
shine in town; he is giving you the best 
job he can. He is just as much to be 
respected and looked up to under the 
Higher Law as the genius who performs 
miracles in science, business, music, 
painting or architecture. They belong to 
the same class in that they are doing 
their best with the brains and equip- 
ment they have, and you will usually find 
this class of humans “singing,” which 
shows they are getting happiness out of 
doing whatever they do well. 

Here is the letter from the ticket 


agent, J. J. Hartney, at Watertown, 
BN. ¥.: 

“Received your magazine with item on 
my using the typewriter for the patrons 
of the railroad, so that they would not 
have any trouble in distinguishing their 
space in Pullman cars and wish to thank 
you for your kindness both in having this 
article printed and also in sending me 
the paper. We very seldom get this kind 
of a report, even though we may de- 
serve it. People do not take the pains 
that you have in this matter. I cer- 
tainly appreciate your kindness. Hoping 
that I may have the pleasure of being 
able to take care of you again soon, I 
am, sincerely yours, J. J. Hartney.” 

Some of my hard-boiled friends may 
think this is a lot of mush. Let them 
think so; it affects me no more than did 
the fly in one of Aesop’s fables, which 
landed on the horns of a bull, and told 
the bull that he hoped he was not an- 
noying the bull. Whereupon the bull re- 
plied: “I haven’t even noticed you yet.” 

+ ~ * 


Lake George—Now and in the Old Days 

Kecently I visited an old employe of 
the Lake George Steamboat Co. at Bald- 
win where he is superintendent of the 
docks and machine and carpenter shops. 
I have known him since 1900. He was 
then on the old Mohican as engineer, 
when my wife, myself and two babies 
aged respectively, two and not quite a 
year, were coming from Brooklyn in 
June to spend the Summer at Sabbath- 
day Point on Lake George. Mrs. Horn- 
bostel wanted the babies’ milk warmed 
and I applied to Mr. Loomis (that is his 
name) to have this done. He went to 
considerable trouble and I have never 
forgotten his kindness. 

I have seen him every year since then 
and recently spent a morning with him at 
Baldwin, while I was at Rogers Rock 
Club, where I have been visiting for over 
twenty years. Mr. Loomis has recently 
become a grandfather and he showed m:> 
his grandchild, about nine months old. 
His daughter, the mother of this child, 
was absent and had forbidden her par- 
ents handling or disturbing the baby in 
any way, but as Mr. Loomis told me, 
she was away for the day and they, he 
and his wife, were going to have their 
own way with the grandchild for once, 
not supervised by their daughter’s new- 
fangled notions. 

The larger boats have been taken off 
Lake George, more’s the pity, and only 
the (new) Mohican makes one trip a 
day. For over sixty years this trip 
through Lake George, connecting with 
the Lake Champlain steamers by trans- 
fer either by a connecting railroad from 
3aldwin, the Lake George dock, to Mont- 
calm Landing (opposite Fort Ticonder- 
oga) or along an outlet of Lake Georre 
to Lake Champlain—has been  world- 
famous and most foreigners who came 
to the United States took it. The auto- 
mobile has caused its abandonment, and 
now people chase through this section at 
seventy miles or more an hour seeing 
very little of the beauty of this won- 
derful section. Mr. Loomis and I remi- 
nisced, while looking at the old covered 
dock where at one time people from all 
over the world met one another. 

Mr. Loomis told me of an_ incident 
when an American who had been a mis- 
sionary in Japan years ago met an Amer- 
ican friend who was associated with him 
there over twenty years ago, and this 
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was the first time they had met after 
their respective paths had separated. He 
yas just returning from Yokohama and 
she had been all over the world, and here 
they met. He also told me of seeing a 
President or two, famous authors (like 
Charles Dudley Warner, the author, who 
immortalized this trip through the lakes 
in his “Their Pilgrimage,” which ran as 
a serial in Harper’s Magazine in the early 
80’s), Carl Schurz, who had a summer 
home at Bolton, on Lake George, and 
many other famous and internationally 
known men. I had intended calling only 
for a few moments, but we chatted for 
over three hours and weren't through, 
but I had to resume my two mile walk 
back to the Rogers Rock Club to get in 
my swim before lunch. Mr. Loomis is 
one of those fine old‘northern New York 
characters, like the Eben Holden type of 
Irving Bacheller, whose writings are 
about northern New York people and 
localities. 


PEARL’S POLICY ON COAST 


Merritt Says Company Will Not Attack 
Business of Agents Who May 
Resign Company 

\. L. Merritt, newly appointed Pacific 
Coast manager of the Pearl Assuranc:, 
has informed agents of ‘he company that 
it is agreed that the Pearl will respect 
the established principles of agency 
rights as to individual lines and will not 
attack the business of any agents who 
resign their Pearl representation. 

“The company cannot refuse to write 

your business for any new agency that 
may be appointed by it if offered and 
secured by the new agent on his own 
initiative,” Mr. Merritt said. “But it 
does mean that your expiration lists are 
not to be used for that purpose and no 
systematic drive or pressure will be used 
above that normally to be expected on 
the part of an actively competing organi- 
zation dedicated to the generally accepted 
principles of business decency and re- 
spect for the rights of others.” 
_ Dave A. Barry of the Swett & Craw- 
ford general agency in San Francisco has 
been appointed assistant Pacific Coas 
manager. 


VINING WITH SCOTTISH UNION 
Clyde V. Vining has been appointed 
special agent of the Scottish Union & 
National and the American Union for 
Maine and New Hampshire, with head- 
quarters at Rockland, Maine. A grad- 
uate of the University of- Maine in 1921 
Mr. Vining served with the Underwrit- 
ers’ Bureau of New England for two 
vears and then for a year was with the 
Travelers Fire in Boston. For the next 
seven and a half years he served as spe- 
cial agent of the Fireman’s Fund _ in 
Maine. 





224TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. 
Western Department 
309 West Jackson Blvd. 
Chicago 
Pacific Department 
100 Sansome Street 
San Francisco, Cal. 


New York 











PENNSYLVANIA FIRE FIGURES 


Net Surplus Shows Gain of $1,411,468 for 
Six Months Based on Actual 
Market Value Basis 

The semi-annual statement as of June 
30 of the Pennsylvania Fire Co. shows 
total admitted assets of $13,474,444, com- 
pared with $13,534,194 as of December 3, 
1933. In both instances securities were 
valued on the basis approved by the Ne\ 
York Insurance Department, that is, 
amortized values on amortizable bonds 
and convention values on all other bonds 
and stocks. Total liabilities were %, 
475,106, as against $6,068,964 on December 
31, 1933, and the surplus to policyhold- 
ers was $6,999,337, compared with %,- 
65,230. 

Whereas the surplus to policyholders 
as of December 31, 1933, would have been 
ereater by $57,142 if actual market quo- 
tations as of that date for all securities 
owned had been carried into the state- 
ment, the surplus to policyholders as ot 
June 30, 1934, would have been $8,333, 
840, or greater by $1,334,503 than th: 
surplus to policyholders actually shown 
in the published statement if securitic 
had been valued at actual market quo- 
tations on June 30, 1934. Comparing th 
surplus to policyholders as of Decembet 
31, 1933, and as of June 30, 1934, on th’ 
basis of actual market quotations 1 
all securities owned, there was an II- 
crease of $1,411,468 during the six months 
period ended June 30. 





KENTUCKY BUREAU CHANGES 

The Kentucky Actuarial Bureau re 
cently mailed out revisions in its book 
of rules, effective August 25, the out- 
standing features of which were !t- 
creased tornado credits on superior types 
of wind resisting risks. Mining proper 
ties were made eligible to term insuf- 
ance, and single state reporting forms re 
vised to make two locations in a single 
city eligible. The single state rules have 
also been tightened up, to provide that 
two or more locations would have 1 
have values to the extent of at least 10% 
of total provisional amount. 
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SEMI-ANNUAL 
STATEMENT 


June 30, 1934 





ORGANIZED 1853 


NEW YORK 








ASSETS 


Cash in Banks and Trust Companies. $ 7,550,815.75 


United States Government, State, 
County and Municipal Bonds... 17,097,889.20* 








Other Bonds and Stocks ......... 57,756,744.20* 
Premiums in course of Collection.. 10,139,795.73 
Accrued Interest ...........-05- 478,624.00 
Other Admitted Assets ......... 1,047,348.00 
$94,071,216.88 
LIABILITIES 
IN cicieseerneicoaie -_ $12,000,000.004 
Reserve for Unearned Premiums... 34,081,828.00 
Reserve for Losses.............. 4,809,513.00 
Reserve for Unpaid Reinsurance. . . 909,873.94 
Reserve for Taxes and Accounts . . 650,000.00 
Contingency Reserve............ 4,215,762.00* 
NET SURPLUS 37,404,239.94} 
$94,071,216.88 


* Reflecting Actual Market Quotations as of June 30, 1934. 


SURPLUS AS REGARDS POLICY-HOLDERS, 
$49,404,239.94; 








Strength «» Reputation «» Service 
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IN INSURANCE 50 YEARS 





Gen. Henry M. Warfield of Baltimore 
Honored on Anniversary by 
Members of Local Board 

Fifty years ago September 1 General 
Henry M. Warfield, head of the insur- 
ance brokerage firm of Warfield-Rolo- 
son, Inc., of Baltimore, entered insur- 
ance. To mark the passing of the half 
century mark the members of the Balti- 
more Association of Fire Underwriters 
on Saturday morning presented Mr. 
Warfield with a silver julep set. The 
latter has acted as president of the local 
board for the last twenty-five years. 

Mr. Warfield does not go to the office 
on Saturdays, but was brought into town 
under the pretext of a “special meeting” 
of the board. When he arrived he found 
his office filled with flowers from the 
office force, and when he went to the 
“special meeting” of the underwriters he 
was presented with the silver set by John 
G. Rolker. 

In thanking the members, Mr. War- 
field recalled that next August will be 
the fiftieth anniversary of his appoint- 
ment as resident secretary of the Royal 
and related how the local branch at that 
time reported direct to Liverpool and 
covered Maryland, Virginia, West Vir- 
ginia, North and South Carolina. 

General Warfield, who comes from an 
old Maryland family, served in the Span- 
ish-American War as colonel of the Fifth 
Maryland Regiment and in the World 
War as an adjutant-general and was 
highly commended for his work in or- 
ganizing regiments for overseas. He is 
a member and past president of the 
Chamber of Commerce, a member of the 
board of directors of several financial 
institutions and has always taken an ac- 
tive part in civic affairs of Baltimore. 


Waterhouse Appointed 
Special Agent for Aetna 


The Aetna (Fire) yesterday announced 
the appointment of Howard L. Water- 
house as special agent for the Aetna and 
its subsidiary, the World Fire & Marine, 
for Philadelphia. 

Mr. Waterhouse has spent nine years 
with the Aetna, entering the accounting 
department in 1925 and later being trans- 
ferred to the underwriting department 
for the state of New York. Following 
this he became an examiner for Mary- 
land, Delaware and the District of Co- 
lumbia and two years ago he was trans- 
ferred to the New York city department. 
Prior to joining the company, Mr. Water- 
house was employed for several years 
in a Hartford manufacturing concern. 

In his new work in Philadelphia, Mr. 
Waterhouse will be associated with State 
Agents M. B. Seymour and R. F. Morton 
for the Philadelphia and suburban terri- 
tory. 


S. A. MEHORTER “JUST MARRIED” 

Now that Samuel A. Mehorter, New 
Jersey state agent of the Home of New 
York group, is most loyal grand gander 
of the Blue Goose he must be treated 
with the respect and consideration de- 
manded by that high post. But before 
he went West to be honored at Omaha 
it was different. On the day that “Sam” 
and Mrs. Mehorter left their home in 
New Jersey for Chicago’en route to the 
Blue Goose meeting the Newark office 
force of the Home gathered at the rail- 
road station and showered the departing 
couple with rice and confetti after mark- 
ing their baggage “Just Married.” 


WILLIAM H. MILLER DIES 

William H. Miller, for years a well- 
known public adjuster in New York City, 
died in the Masonic Home at Utica, N. 
Y., on Sunday at the age of 78 years 
He had been in ill health for about three 
years. While active in loss adjusting Mr 
Miller was a member of the firm of Mil- 
ler & Maltbie.” He was prominent in 
Masonic circles and held high positions 
in the fraternity. Funeral services under 
Masonic auspices were held Wednesday 
afternoon in New York. 
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NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY, Ltd. 


Financial Statement—June 30, 1934 





ASSETS 
*U. S. Government Bonds .. . . $ 3,810,668.52 
*U. K. Government Bonds .. . . 363,000.00 
*State, County and Municipal Bonds. . 1,906,047.83 
*Railroad, Public Utility and other 
Corporation Bonds . ... . 5,172,013.32 
*Stocks (99% Preferred or Guaranteed ) 1,053,854.00 
Cash in Offices and Banks ... . 484,740.68 
Interest Accrued on Investments . . 133,463.55 
Balances due from Agents, Brokers, and 
other insurance companies in course 
of collection not over 90 days due 1,678,147.05 
Total Admitted Assets . . $14,601,93495 
LIABILITIES 
Losses in process of adjustment . . $ 776,906.00 
Unearned portion of premiums on 
policies in force . . ... . 7,010,559.81 
Federal and State Taxes and sundry 
es he ee cee 8 355,181.12 





Total Liabilities. . . . . 


Statutory Deposit. . $ 400,000.00 
Net Surplus. . . . $6,059,288.02 


$ 8,142,646.93 





*SURPLUS TO POLICYHOLDERS. . 6,459,288.02 





$14,601,934.95 


*These values represent Amortized Values on Amortizable 
Bonds and Convention Values on all other Bonds and 
Stocks. If actual June 30, 1934 market quotations were 
used on all Bonds and Stocks owned the total value would 
be $13,455,465.46; the total Admitted Assets $15,751,- 
816.74; and the SURPLUS TO POLICYHOLDERS 


$7,609,169.81. 


1809 - 125 Years of Strength and Stability - 1934 
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SCHIFF ON H.O.L.C. PLANS 





Says National Brokers’ Association Has 
Had No Part in Proposals 
Made to Washington 

President William Schiff of the No. 
tional Association of Insurance Brokers 
last week notified member organizations 
and others that the association has filed 
no insurance proposal with the Home 
Owners Loan Corp. in Washington and 
is taking no direct part in the competi. 
tion for this business. He did say that 
the “association is making only one fe. 
quirement and that is that the man ap- 
plying for a loan be allowed to desig. 
nate his own broker to handle the nee. 
essary insurance. Many company execy. 
tives are entirely out of sympathy with 
the proposals that have been made, using 
the names of the companies they repre. 
sent, but certainly they do not object 
to the assured being allowed to desig- 
nate his own broker.” 

Mr. Schiff took occasion to criticize 
the proposal of the local agents’ associa- 
tion, saying that if a service office were 
deemed necessary in Washington it 
could be handled more efficiently as a 
brokerage office. He continued: 

“Tt is difficult to imagine how the agents 
can hope to engage an office, appoint 
personnel, and start functioning as eff- 
ciently and effectively as might be done 
by any one of the large brokerage of- 
fices founded many years ago and already 
doing business in many parts of the 
United States. Why Mr. Bennett should 
feel that the agents, through some mir- 
acle, can establish a service-giving Bu- 
reau in Washington, run by agents, that 
would be superior to these old fashioned 
firms, is another mystery to me. 

“No person or group of persons can es- 
tablish a brokerage office with the 
proper personnel at the crack of a whip, 
and I am not convinced that there is 
any need for the establishment of such 
an office in Washington. It would seem 
that the difficulty with the agency situa- 
tion is the fact that agents do not admit 
that it is necessary at times for all 
agents to do business as brokers.” 





OPENS PACIFIC COAST DEPT. 





Travelers Fire to Supervise Coast Field 
from San Francisco; Lawry and 
Homer Are Managers 

The Travelers Fire announces the es- 
tablishment of a Pacific Coast department 
which will, in the future, supervise from 
San Francisco its operations in the ter- 
ritory of the Pacific Board and British 
Columbia. 

Messrs. George V. Lawry, superintend- 
ent of the company’s Pacific Coast un- 
derwriting division for a number of 
years, and Carl N. Homer, who has been 
San Francisco branch manager, have 
been appointed managers for the newly 
created Pacific Coast department. Blake 
Darling, assistant superintendent of un- 
derwriting, will be assistant manager. 

The Travelers Fire, in addition to the 
new Coast department, has branch offices 
at Los Angeles and Seattle, and is rep- 
resented by the Grossmayer Company 
general agency at Portland. 


Strike Risks 


(Continued from Page 1) 





strikers by the use of federal relief funds 
Earlier this week there were a few re- 
ports of violence in the South but gen- 
erally throughout the East the property 
of mill owners was not being disturbed. 

So far this year most insurance compa- 
nies handling strike insurance have en- 
joyed a profitable experience. The pre- 
mium volume has increased tremendously 
over other recent years, due to the in- 
numerable walkouts all over the country 
and also to the threatened strikes in the 
steel and automobile industries earlier 
this year. Despite the unsettled condi- 
tions there has been a comparatively 
small amount of physical damage done; 
as a consequence the premium volume 
is still well in excess of losses paid of 
in process of settlement. 
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LOYALTY GROUP 





FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


80 YEARS IN BUSINESS 


Surplus to Policyholders, Dec. 31, 1933, $15,719,163.78 


ORGANIZED 1855 


(Securities at Market Value) 





Organized 1853 
THE GIRARD 
FIRE & MARINE INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 
$2,380,826.52 


Securities at Market Value 
82 YEARS IN BUSINESS 





Organized 1854 


THE MECHANICS 
INSURANCE COMPANY OF 
PHILADELPHIA 


Surplus to Policyholders Dec. 31, 1933 
$2,181,651.19 


Securities at Market Value 
81 YEARS IN BUSINESS 





Organized 1866 


NATIONAL-BEN FRANKLIN 
FIRE INSURANCE CO. OF 
PITTSBURGH, PA. 


Surplus to Policyholders Dec. 31, 1933 
$2,254,726.35 


Securities at Market Value 
69 YEARS IN BUSINESS 





Organized 1874 


THE METROPOLITAN 
CASUALTY INSURANCE CO. 
OF NEW YORK 
Surplus to Policyholders Dec. 31, 1933 
$2,216,188.12 


Bonds Amortized—Stocks Market Value 
61 YEARS IN BUSINESS 








AVERAGE AGE 


LOYALTY GROUP COMPANIES 


OVER 66 YEARS 


GROUP LOSSES PAID 


OVER 


FOUR HUNDRED MILLION 
$413,592,692.72 


A LOSS PAYING RECORD 


PROVING SECURITY 
AND STABILITY 


OUR BUSINESS ASSETS 


Organized 1852 
MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 
$5,021 ,440.67 


Securities at Market Value 
83 YEARS IN BUSINESS 











MERIT CONFIDENCE 


 %- THESE ARE 


AGE - EXPERIENCE - GOOD FAITH 





SUCCESS - PERFORMANCE 





SOUND INSURANCE PRINCIPLES 











Organized 1871 
SUPERIOR 
FIRE INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 
$1,780,616.49 


Securities at Market Value 
64 YEARS IN BUSINESS 





Organized 1870 


THE CONCORDIA 
FIRE INSURANCE COMPANY 
OF MILWAUKEE 


Surplus to Policyholders Dec. 31, 1933 
$2,411,805.55 


Securities al Market Value 
65 YEARS IN BUSINESS 





Organized 1909 


COMMERCIAL 
CASUALTY INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 
$2,015,905.60 


Bonds Amortized—Stocks Market Value 
26 YEARS IN BUSINESS 





WESTERN DEPARTMENT 
844 Rush Street 
Chicago, Illinois 





CANADIAN DEPARTMENT 
461 Bay Street 
Toronto, Canada 


EASTERN DEPARTMENT 
10 Park Place 
NEWARK, NEW JERSEY 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco, Cal. 





SOUTH-WESTERN DEPT. 
912 Commerce Street 
Dallas, Texas 











LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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THE CONNECTICUT FIRE INSURANCE CO. 

of Hartford, Conn. 

THIS COMPANY PUBLISHES SEVERAL EDUCATIONAL 
FOLDERS YOU MAY HAVE ANY OR ALL OF THE 
THREE LISTED BELOW. BY INDICATING YOUR CHOICE 
ON THE COUPON AND MAILING IT TO THE OFFICE OF 
THE COMPANY AT 30 TRINITY ST., HARTFORD. CONN 


0 COINSURANCE CLAUSE - A GRIEF. POPULAR 
EXPOSITION OF AN IMPORTANT FEATURE OF MANY 
INGURANCE CONTRACTS 

0 RIOT AND CIVIL COMMOTION INSURANCE - 
WHAT IT 1S. WHY IT 16 ANDO HOW IT WORKS, TOLD 
IN A CLEAR, CONCISE STYLE. 

0 USE AND OCCUPANCY INSURANCE - 

A SHORT EXPLANATION or THis COMPLEX 
SUBJECT. 


CHECK THE ONES YOU WANT AND FILL OUT COUPON 





NAME 

TITLE 

ADDRESS 

; ciryY..... STATE 
«vu 
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Insurance has become the economic 
physician of mankind and many of the 
ills which afflict the world can be, if not 
cured, at least greatly mitigated by in- 
surance. But to properly diagnose the 
illness and to prescribe the remedy it is 
necessary that this economic physician 
be as thoroughly educated, trained and 
tested as his brother in the field of med- 
icine is in all civilized countries before 
he is permitted to exercise his calling. 

Every one in the civilized world, 
whether he wills so or not, comes con- 
stantly into touch with insurance in one 
form or another and vitally desires in 
such a case to be treated by a man who 
knows his profession, just as much as 
he is interested in the proven ability of 
an ambulance doctor who is called upon 
to handle an emergency case. 

The growing complexity of modern 
life is constantly creating new risks, 
which call for protection by insurance. 
It is for insurance not only to devise 
new coverages to meet such new risks, 
but to anticipate the future and also to 
find how hazards now existing but evi- 
dently defying insurance as we know it 
may be brought within its protection, 
quite aside from improving existing 
forms, a need which probably finds its 
most eloquent expression in the demand 
for comprehensive policies and the de- 
velopment of the inland marine business. 
Insurance can never stand still because 
it is life itself and life never stops for 
a moment. The skill and ingenuity of 
the underwriter are being constantly 
challenged by new problems, just as the 
skill of the medical man is constantly 
faced with new problems or old ones 
facing him in a new form. 

The recent dedication of the new home 
for the Chartered Insurance Institute in 
London in the presence of their British 
Majesties and many British and foreign 
notables has attracted the attention not 
only of the British but also of foreign 


insurance men the world over to the 
eminent place insurance occupies in 
modern life and to the vital functions 


the men serving this great institution of 
insurance are called upon to exercise. 
It also has led to a comparison of the 
facilities offered in the various countries 
for the education of their insurance men. 

Due to the intimate and automatic 
connection of insurance with our daily 
lives everybody is interested and should 
insist that the men serving the insur- 
ance needs of the public be properly edu- 
cated and trained for their important 
task. The importance this education of 
the coming generation of insurance men 
assumes in the minds of the men guiding 
the business is evidenced by the amount 
of verbal and written discussion of this 
theme in practically all countries and the 
treatises dealing with it that appear in 
insurance publications in all languages. 

The time when a man who failed in 
cverything else felt himself qualified for 
“taking up” insurance is definitely past 
and that the demands made upon the 
young insurance man entering the busi- 
ness to prove his qualification will be- 
come ever more exacting. Insurance 
has only just begun to come into its 
own and will extend into fields now hard- 
ly dreamed of, for insurance is the most 
pregnant expression of co-operation on 
which civilization rests. 


Dual Character of Insurance 


I say advisedly “education and train- 
ing,” for insurance is both, a profession 
and a business, and in this double ca- 
pacity makes quite different demands on 
its devotees. It is a profession, not in 
the sense that it is a learned profession, 
to which only those who have attained 
a certain level of academic proficiency 
are admitted, but, as Mr. C. E. Golding 
says in his treatise on The Aims and 
Objects of the Institute Movement, “A 


Requires Wide Training of Personnel 
By H. J. Werder 


very large amount of insurance work is 
rapidly reaching a stage, when it as- 
sumes the character of a learned pro- 
fession and when it requires those who 
control it to be learned in their profes- 
sion.” 

But a large part, in fact, a very large 
and important part is, and probably will 
always be a business, the business of 
buying and selling; of quoting prices, 
bargaining and soliciting trade, and in 
that field training counts for more than 
education. 

Insurance education is more and more 
becoming an absolute necessity for the 
man who wants to grasp insurance as 
a whole; as an institution reaching be- 
yond fire, life, marine or casualty insur- 
ance; as an institution which has be- 
come an integral part of our economic 
life; as an international institution ignor- 
ing boundaries and languages; as_ the 
“very pillar of civilization” itself. The 
education which is to give men this out- 
look must avoid everything which may 
tend to narrow their perspective. 

The scope of insurance is so immense 
and so varied that no single person may 
hope to master all branches of insurance 
even in one country, much less from an 
international viewpoint, and _ specializa- 
tion at an early time is unavoidable. But 
such specialization must not become so 
narrow as to exclude interest in all other 
fields but the one in which specialized 
knowledge is to be attained. 


Dr. Manes Gives Illustration 


Dr. Alfred Manes of Berlin University 
used in an address before the Insurance 
Society of Austria in Vienna in 1932 
an apt illustration for the value and re- 
lationship of general knowledge and spe- 
cialization. A photographic view taken 
of an object from the ground level and 
another one taken from an aeroplane 
give very different results. The first 
shows the details of the photographed 
object, while the latter shows its posi- 
tion occupied by the photographed in 
the landscape. Neither desires or can 
replace or displace the other; they rath- 
er supplement one another and both are 
needed to give a complete understandin2 
of the pictured object. 

In Europe it is unavoidable that the 
young insurance man choose at an early 
date whether he wishes to devote him- 
self to private or social insurance, but 
that decision should not be made before 
he has grasped the elemental fact that 
all insurance is based on social service, 
and it is just this amount of social ser- 
vice contained in a certain branch of 
insurance which determines whether it 
can be carried out by private enterprise 
or should be left entirely or in part to 
the government 


Each Man a Specialist 


Once the choice between private and 
social insurance has been made a further 
specialization will soon become neces- 
sary; the young insurance man will have 
to decide between fire, life, marine, cas- 
ualty insurance, and once this choice has 
been made he will almost forget that the 
other branches exist and speaking of in- 
surance he will ipso facto speak of his 
chosen special branch. 

When he is confronted with the neces- 
sity of meeting the increasing demand 
for comprehensive covers he will remem- 
ber, however, that other branches, just 
as important as his specialty, exist. It 
may be well to remember that a physi- 
cian, before specializing in any particu- 
lar branch, spends years in general prac- 
tice and must serve his knowledge of the 
functioning of the human body as a 
whole, and that even after specializing 
he must keep in constant touch with the 
progress that is being made in all 
branches of medicine, not only with that 


(Continued on Page 28) 
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NATIONAL UNION 
FIRE INSURANCE 
COMPANY 


Pittsburgh, Pa. 


“Every man owes a part of his time 
and money to the development of 
the business or industry in which 
he is engaged.” 

-Theodore Roosevelt. 
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Good 
Agency 
Company 
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Agreement As To Use Of 
Premises Is Stronger Than a Warranty 


Owners of a dwelling house occupied 
by their son sued on two fire policies of 
he Springfield Fire & Marine when the 
building was destroyed by fire. At the 
time of the fire and apparently for con- 
siderable time thereto, a 300- 
sallon still, extending from cellar to 
attic, was in operation in the house, and 
several hundred gallons of alcohol were 
stored therein. It did not appear that 
the fire was caused by the still. The 
plaintiffs testified they had no knowledge 
of the still Riders to 
both policies described the insured prem- 
“while used for 


previous 


before the fire. 


ises aS a frame building 
dwelling purposes only.” 

The Rhode Island Supreme Court said 
it was clear that the building was not 
“used for dwelling purposes only.” 
parties was that 
so long 


being 
The agreement of the 
the insurance be effective only 
as the building was used for dwelling 
purposes only. It was therefore imma- 
terial that the plaintiffs were unaware, if 
such was the fact, of the change in use 
f the property. 
A clause in the that 


policies they 


SEEKS LOWER FIRE RATES 
Seeking a substantial recognition of 
Grand Rapids’ fire prevention achieve- 
ments over the past decade in the form 
of lower fire rates, the city’s leading 
newspaper, the Booth Syndicate-owned 
Press is conducting a campaign to this 
end. A series of articles, admittedly 
timed to precede the approaching con- 
vention here of the National Association 
{ Insurance Agents, has been prepared 
y B. G. Brown of the Press staff and 
is creating considerable comment locally 
and throughout the state. The Press is 
advocating adoption by Michigan of th 
Texas plan under which communities 
with excessive loss ratios may be penal- 
ized and those with unusually good rec- 
rds rewarded by variation of their re- 
spective fire rates. 





ONTARIO MAY SELF-INSURE 
The Ontario Hydro-Electric Power 
Commission of Ontario is giving serious 
consideration to the advisability of itself 
insuring all its own properties, govern- 
ment authorities stated this week at To- 
tonto. It has canceled the arrangement 
under which the Municipal Underwriters, 
Lid, placed all hydro insurance with va- 
ous companies. Mitchel F. Hepburn, 
Premier of Ontario, has asked G. Angus 
rman, Toronto insurance broker, to 
pm the insurance situation not only 
with respect to insurance placed by the 
Ontario Government itself but the vari- 
us commissions with which the govern- 
ment has intimate financial relations. 


ERWOOD J MADE LONDON MGR. 


F. J. Erwood has been appointed Lon- 
on, England, manager of the Western 
\ssurance of Toronto to succeed Frank 
beckingham, resigned. Mr. Erwood has 
deen with the company for twenty-six 
years and for some time has been the 
assistant manager of the London office. 

». Shears, who has been underwriter 
at the London office, has retired after 
thirty-two years of service with the com- 
pa C. W. Walker, who has been 
assistant underwriter, has been appoint- 
ed acting underwriter. Mr. Walker has 
deen with the Western Assurance for 
‘Wenty-six years. 





GENERAL ENTERS KENTUCKY 

The General of Seattle has been admit- 
ted to Kentucky to write fire, marine 
and allied lines of i insurance. 








should not be affected by the failure of 
insured to comply with any of the war- 
ranties endorsed thereon in any portion 
of the premises over which the insured 
has no control was held not to affect the 
case. The parties had made a conditional 
agreement. A condition as to liability 
may be a warranty, but it is also a con- 
dition which is a stronger weapon of de- 
fense than a mere warranty, and it is 
immaterial whether the breach of condi- 
tion increased the hazard. 


Whether a landlord is deemed to have 
any control of a building in possession 
of a tenant, as to warranties, 
did not decide. 


the court 


a DEPEN DABL 





Canadian Licenses 
Issued to Fire Co.’s 


The following licenses have been issued 
by the Insurance Department of the 
Canadian Government: Merchants Fire, 
New York, tornado insurance in addition 
to the classes for which it already is 
registered. 

The Commercial Union Assurance has 
been licensed to transact fire, life, acci- 
dent, automobile, burglary, inland trans- 
portation, plate glass, sickness insurance 
and in addition thereto falling aircraft, 
carthquake, tornado, hail, sprinkler leak- 
age and explosion insurance, limited to 
the insurance of the same property as is 
insured under a policy of fire insurance 
of the company. 

The British General has been licensed 
to transact fire, automobile and in addi- 
tion falling aircraft, earthquake, tornado, 
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hail, sprinkler leakage and explosion in- 
surance. 
The Palatine has been licensed to 


transact fire, automobile, falling aircraft, 
earthquake, tornado, hail, sprinkler leak- 
age and explosion insurance. 


TO MAKE SURVEY OF BOSTON 
Engineers of the National Board of 
Fire Underwriters have informed Mayor 


Frederick W. Mansfield of Boston that 
a special study of the Boston Fire De- 
partment and of local conditions with 


respect to fire hazards will be made, be- 
ginning next week. A request for the 
survey was made by the mayor. 





ADJUSTING OFFICE IN UTICA 


Ryan, Young & Bailey, insurance ad- 
justers, will discontinue their Newark, 
N. J., office and open a new office in 
Utica, N. Y. The firm now has offices 


N. Y. 


in Albany 


and Syracuse, 


facilities for a i every 


form of insurance except life, contact 


with officers and fieldmen of wide 





a experience, and intelligent, helpful 


agency service — 


baithel. by 
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MARINE & AUTOMOBILE | 


Salvage of Egypt’s $5,000,000 
Treasure A Notable Achievement 


The famous salvage ship Artiglio, 
which recently landed at Plymouth a fur- 
ther large quantity of gold (estimated 
to be worth about $800,000) that the 
ship’s divers had retrieved from the 
Egypt, the sunken liner that lies sixty- 
six fathoms deep at Ushant, has nearly 
completed the most successful salvaging 
task in history. The total value of the 
gold recovered is approximately $5,000,- 
000. 

The Egypt sank after a collision in a 
fog in May, 1922. In 1929 the Sorima 
Co. started salvage operations, but did 
not locate the wreck until the following 
year. The divers of the old Artiglio 
were then able to bring up the captain’s 
safe. 

A few months later their ship was en- 
gulfed by an upheaval of the sea caused 
by the explosion of the charges in an- 
other wreck on which they were work- 
ing, and most of the crew were lost. In 
1931 other divers in Artiglio II set to 
work, but it was not until June, 1932, 
that they brought up the first gold. In 
the remaining months of the summer of 
that year and in the summer of 1933 
vy recovered 74% of the sovereigns, 
77% of the bar gold and 97% of the 
silver aboard the wreck. The treasure 
she has now landed brings the amount 
of bar gold recovered up to 93% and 
the number of sovereigns up to 83%. 
There were 1,089 bars of gold of various 
sizes in the Egypt and 1,033 have now 
been salvaged. 

Bullion Room Emptied Last Summer 

At the end of last summer the vessel’s 
bullicn room had been carefully exam- 
ined, and was found to be practically 





Cocos Islands Expedition Obtains $1,250,- 
000 Coverage on Gold Which 
It Hopes to Find 

The yacht Queen of Scots sailed from 
London late in August, bound for the 
Cocos Islands, where, it is believed, a 
vast pirate treasure is buried. The or- 
ganizers of the expedition are confident 
that within a few months the vessel will 
be back in London with the bulk of this 
loot, estimated to be worth $125,000,000. 
A few days ago those heading the ex- 
pedition were seeking this amount of 
insurance in London. 

They have no doubt that the treasure 
is there—the British Foreign Office ad- 
mits it in official publications. Previous 
expeditions, one of them led by Sir Mal- 
colm Campbell, world-famous automobile 
racer, have failed because the charts and 
plans used proved misleading. This is 
due to the fact that the water courses, 
which are the principal clues, have 
changed their directions since the charts 
were made. 

Insurances on the anticipated treasure 
have been taken out at Lloyd’s for $1,- 
250,000. Should the seekers’ hopes be 
realized, this amount will be increased 
by additional covers. 





FIRE PROTECTION ON LINERS 

The new passenger vessels under con- 
struction in Great Britain will be 
equipped with automatic sprinklers, 
while the builders of the new giant lux- 
ury liner Normandie in France believe 
that fire walls and well-drilled preven- 
tion and fire-fighting crews are sufficient, 
and that the increased hazard caused by 
the extensive use of inflammable deco- 
rations is a risk unavoidably connected 
with the high standard of luxury. 


empty. The salvage experts then had to 
search outside the bullion room for the 
remainder of the treasure, representing, 
as can be seen from the percentages 
given, an important amount of money. 

The Egypt sank with a heavy list to 
port and it was therefore assumed by 
the salvors that a part of the missing 
treasure, consisting particularly of gold 
—as this was stowed on the extreme of 
the port side—might have fallen through 
a reserve hatchway adjacent to the port- 
side door of the bullion room. 

The demolition of the wreck was 
planned with the object of reaching and 
clearing the main deck, and afterwards 
of cutting and removing that part of it 
which formed the ceiling of the bullion 
room. ‘To start new demolition for the 
purpose of reaching the deck under- 
neath was a further and unforeseen task 
of increased difficulty. 

This summer’s operations have been 
devoted to this new task, which was suc- 
cessfully completed on August 15. The 
belief that the remainder of the gold 
would be found on the deck below the 
bullion room proved correct. On August 
16 heavy bars were brought to the sur- 
face. and in the next four days a quan- 
tity of goid weighing more than 12 cwt. 
was recovered, together with about 15,- 
000 sovereigns. 

This achievement, one of the most dif- 
ficult salvage operations carried out on 
this vessel, affords further proof of the 
remarkable skill of the divers and the 
efficiency of the suction apparatus de- 
vised for deep-water salvage by the 
Sorima Company. This apparatus made 
the task of salvage possible. 





Insurance Training 


(Continued from Page 26) 


in his chosen field, lest he drop out of 
the race. 

And once a branch of insurance, let 
us say fire insurance, has been chosen 
the question of further specializing will 
again soon confront him. Shall he be- 
come an underwriter? an accountant? a 
loss man? The best way is to take all 
these departments in turn, even though 
he will ultimately definitely specialize in 
one of them. In that manner we will 
maintain and preserve the proper bal- 
ance between centripetal and centrifugal 
forces, between analysis and synthesis. 

While there will be always men of such 





1934 SHIPPING LOSSES 





Small Increase in Vessels and Tonnage 
This Year, Acording to Liverpool 
Underwriters 

Statistics of steam and motor ships 
lost during the first half of this year 
which have been prepared by the Liver- 
pool Underwriters’ Association reveal 
that the numbers and tonnages bear a 
reasonable relationship to the losses dur- 
ing the corresponding period of 1933. 
Including vessels of 500 tons gross and 
upwards, thirteen British ships of 32,031 
tons were reported lost during the first 
six months of the year, and forty-nine 
ships of other countries, of 129,293 tons, 
making a total of sixty-two vessels of 
161,324 tons gross. 

In the corresponding period of 1933 the 
number of British ships lost was ten, 
representing 28662 tons gross, while for- 
ty-seven foreign ships of 113,453 tons 
gross were lost, giving a total of fifty- 
seven vessels of 142,115 tons. The record 
for the current year is thus largér by 
five vessels and 19,209 tons, but little. if 
anything, can be deduced from such fig- 
ures as to the financial effects, owing to 
the great differences in the values of 
ships and cargoes. During June a num- 
ber of costly casualties occurred. includ- 
ing the wreck of the German liner Dres- 
den (off the Norwegian coast), when 
insurance on hull and disbursements were 
understood to amount to about £475.090 
and the wreck of the Norwegian steamer 
Knut Hamsun, reported from Cristobal, 
which, with her cargo of nitrate, repre- 
sented about £78,000. 

The statistics of the Liverpool Under- 
writers’ Association list separately the 
number and voyages of both steamships 
and motorships lost and show that steam- 
ships were in the majority owing to the 
much larger number which have been 
in service. Thus during the first six 
months of 1934, onlv one British motor 
vessel of about 2000 gross tons, and 
three motorships of other nations, repre- 
senting 7,500 gross tons, were reported 
lost. During the same period, reckoning 
vessels of 500 tons and upwards, five 
foreign sailing ships were lost, but there 
was no loss of any British sailing ship 
reported. 





outstanding ability that they will forge 
to the top against all odds it may be 
safely said that in insurance as every- 
where else the time is at hand when the 
young man who aspires to more than a 
merely clerical position will have to fit 
himself for his job and prove his fitness 
at the very beginning. Nor are these 
mere theoretical considerations because 
the fundamental understanding of the 
unity of all insurance, in whatever way 
it manifests itself, is of supreme prac- 
tical value for the spreading of the idea 
of insurance. 








APPLETON & COX, INC. 


UNDERWRITERS 


8 South William Street 
NEW YORK 





ALL FORMS OF MARINE 
AND INLAND INSURANCE 





Branch Offices and General Agents: 


New York: 25 Gold Street 

Atlanta: 10 Pryor Street 

Boston: 141 Milk Street 

Chicago: Insurance Exchange Bldg. 
Dallas: Frank Rimmer 


Kirby Building 


First National Bank Bidg. 


George S. Kausler, Ltd. 
Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 


Detroit: 
New Orleans: 


San Francisco: 
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Government Reports 
On Premiums for 1933 


U. S. AND FOREIGN COMPANIES 





Shipping Board Insurance Bureau Show, 
a Tendency to Be Less Active 
in Marine Underwriting 





Marine insurance premiums on both 
hull and cargo business received in 1933 
by American companies, less returns 
totaled $36,878,000, and by foreign ad. 
mitted companies, less returns $15,003.00 
according to a summary of last year's 
marine business issued by the United 
States Shipping Board and covering the 
operations of sixty-nine domestic com- 
panics and twenty-seven admitted com- 
panies. These premiums, less reinsurance 
placed in the United States, amounted 
to $24,493,000 (52% hull and 48% cargo) 
for domestic companies, as compared 
with $25,866,000 for 1932. 

Premiums reported by admitted com- 


panies, less reinsurance placed in the 
United States, amounted to $7,885.00 
(52% hull and 48% cargo) as compared 


with $6,646,000 in 1932. After further 
allowance for reinsurance placed with 
non-admitted foreign companies, _ the 
total net premiums retained within the 
United States amounted to $29,670,000 as 
compared with $28,910,000 in 1932. 

The American Marine Insurance Syn- 
dicate “C” reported premiums written, 
less returns, amounting to $6,615,213 for 
ocean hulls and $433,340 for Great Lakes 
hulls. rhe ; ; 

Government participation in_ marine 
underwriting is being gradually reduced 
Last year the government insurance 
fund, administered through the Shipping 
Board insurance bureau, received hull 
premiums, less returns, amounting to 
$645,554 on privately owned vessels and 
$589,575, less returns, on government 
owned vessels, or a total of $1,235,129. 
This is $649,307 less than for the year 
1932. 





WILL FOLLOW ENGLISH COURTS 


German Suits on English Contracts to 

Be Decided According to Precedent in 

Britain, Hanseatic Court Holds 

The Hanseatic Court of Appeals m 
Germany has held recently that in cases 
involving English law the German courts 
will follow the precedents set and fol- 
lowed in England. The court ruled that 
German and English law are in agree- 
ment that in all actions involving con- 
tracts the true will of the contracting 
parties has to be found and is the de- 
cisive point in such a suit. Therefore, 
savs the court, “The opinion that in 
cases where English law is involved in a 
lawsuit before a German court the de- 
cisions of British courts have no influ- 
ence cannot be upheld. In English juns- 
prudence it is fundamental that previous 
decisions of British courts have to be 
considered, in fact it is the chief func- 
tion of the judge to apply and find such 
previous decisions and to interpret the 
case before him accordingly. He is sub- 
stantially bound in his decision by former 
decisions. 

“The decisions by the House of Lords 
are of special importance. They are 
binding on all courts of the Empire and 
even on the House of Lords itself. The 
House cannot go against its former de- 
cisions, which, as a rule, can only De 
changed by law. It is no overstatement 
that decisions by the House of Lords are 
the law. Where a German court has t0 
apply English law, such decisions are a0 
solutely binding.” 





J. B. ISMAY RESIGNS 

J. Bruce Ismay, chairman of the Delta 
Insurance Co., an office associated with 
the Asiatic Steam Navigation Co. ™ 
England, has resigned. Mr. Ismay, who 
was chairman of both companies, had 
been a member of their boards for neatly 
thirty-five years. 
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CASUALTY AND SURETY 











Expect Mass. Auto Rates 
To Be About 1% Higher 


PRELIMINARY SCHEDULE OUT 
Premiums Lowered in Boston, Chelsea, 
Revere; Movement for Flat Rate 
State-wide; Hearing Sept. 11 
Lower automobile insurance 
Boston, Chelsea, Revere and 
other communities and rate increases in 
towns of Essex, Ipswich, Hamilton, Hop- 
kinton, Oxford, Sutton and Upton fea- 
tured the proposed 1935 schedule of pre- 
miums under the Massachusetts compul- 
sory automobile insurance law as an- 
nounced a week ago by Insurance Com- 
missioner Merton L. Brown. Viewed in 
the aggregate the effect of the proposed 
schedule will be that insurance companies 
will receive an increase of about 1% in 
revenue next year from underwriting au- 
tomobile risks for all of Massachusetts. 
Commissioner Brown has set Tuesday, 
September 11, for a public hearing on the 
proposed rates in the Gardner auditorium 
of the Boston state house. Following 
this hearing the final rates for 1935 will 
be announced. Sharp criticism of the 
1935 schedule is expected from commu- 
nities which find themselves faced with 
increases. Springfield, for example, faces 
an increase from the present passenger 
car rates of $28 and $33 to $31 and $34. 
The result is that many of the owners 
of cars in such communities, who have 
heretofore been in favor of the zone sys- 
tem, will probably come out strongly in 
favor of a plan proposed by ten members 
of the state legislature for a flat rate 

throughout the state. 

Already decided impetus has _ been 
given to this movement. The proposal, 
it is hoped, will be submitted to the leg- 
islature of 1935 under an initiative and 
referendum petition and, if that body re- 
fuses to pass the legislation, it will be 
submitted to the people at the state elec- 
tion in 1936. 


Metropolitan Rates Downward 


rates in 
several 


In Boston, those who drive cars in 
the small and medium-size classes will 
pay $1 a year less, while owners of large 
cars will be favored with a $2 reduction. 
The new rates will be $61 for small and 
medium-weight cars and $64 for the big 
ones. 

Chelsea, which for several years has 
fought bitterly against paying the high- 
est rate in the commonwealth, is sched- 
uled for decreases of $5 and $6, respec- 
tively, according to classifications. The 
proposed rates will be $72 for the cars 
that are grouped in the two first-named 
classifications and $76 for the heavier 
machines, 

Revere owners, who also are in the 
zone of high rates, were not favored be- 
yond a reduction of $1 in the rate for 
heavy motor cars, which will cost $74, 
while light and medium cars will remain 
at $71 


Boston Commercial Car Rates Lower 


The towns of Agawam, East Long- 
meadow, Longmeadow, Ludlow, Palmer, 
South Hadley, West Springfield and Wil- 
raham are granted reductions of $4 in 
the lighter classifications and $6 for 
€avy cars, making the new rates $24 
and $27. The towns of Winchester, North 
eading, Dracut and Lynnfield also will 
Teap the benefit of good accident records 
uring the past year, but Brookline own- 
ers will pay $2 more on heavy autos, 
While the rates for small and medium 
Cars remain unchanged. 

Store delivery trucks in Boston, as 
(Continued on Page 32) . 


Jess G. Read Invokes 
State’s Retaliatory Law 


ANNOYED BY N. Y. DECISION 


Oklahoma Commissioner Will Require 
$100,000 Deposit of Companies Writ- 
ing Compensation in His State 


Taking cognizance of the New York 
Supreme Court decision last week that 
compensation claims arising in New York 
State are preferred claims against the 
assets of a defunct casualty company in 
this state, Jesse G. Read, Oklahoma in- 
surance commissioner, has invoked the 
retaliatory law of his state by ruling: 

“The effect of this decision is to give 
compensation claimants of the State of 
New York preference over all claimants 
in Oklahoma and in other states. 

“In view of this fact it is therefore 
necessary that your company deposit se- 
curities with the state of Oklahoma in 
the sum of at least $100,000, or file a 
surety bond with this department in the 
sum of at least $100,000, running to the 
state of Oklahoma for the benefit of 
claimants and creditors, and guarantee- 
ing payment of claims arising in this 
State. 

Oklahoma May Appeal 

Reports from Oklahoma indicated that 
the state is considerably disturbed over 
the New York Supreme Court decision 
which upheld the contention of Super- 
intendent of Insurance Van Schaick that 
New York claimants are preferred. It is 
understood that Oklahoma will make an 
appeal. 

It is also reported that “Read said that 
if companies did not comply with his 
request for the $100,000 guarantee, he 
would attempt to revoke state licenses 
of the companies involved.” 

It is considered doubtful whether com- 
panies will put up a deposit or furnish 
a surety bond for the privilege of doing 
workmen’s compensation business in 
Oklahoma. Many of them are writing 
this class only on a restricted basis. 
The quick reaction of one executive was 
to find out from Commissioner Read 
whether the $100,000 deposit would em- 
brace only workmen’s compensation or 
would be generally required in order to 
write other casualty lines in Oklahoma. 
The commissioner did not make himself 
clear on this point, it was said. 





NEW BOSTON SET-UP 


Hardware Mutual Casualty Establishes 
Complete Underwriting Office There; 
E. R. Higgs in Charge 

Effective September 1, the Hardware 
Mutual Casualty of Stevens Point, Wis., 
has established a complete underwriting 
office at Boston, Mass., to take care of 
increasing business in the New England 
territory. A claim and sales departments 
have been maintained in Boston since 
1926 and are being augmented by under- 
writing, accounting and _ policywriting 
units. This is the company’s sixth com- 
plete policywriting unit. 

The New England department is under 
the direction of E. R. Higgs, department 
manager, and will employ thirty-seven 
persons. Three home office employes 
who have been permanently transferred 
from Stevens Point to Boston are M. A. 
Kittleson, underwriting manager; B. W. 
Leonardson, credit manager, and R. R. 
Fischer, payroll audit manager. The new 
office, located in the Park Square build- 
ing, started full operations on Sept. 4. 





MICH. BRANCH APPROVED 


The Mich‘gan Insurance Department 
has decided to accept.the original setup 
for the proposed branch office to be es- 
tablished in Detroit by the National 
Council on Compensation Insurance. 
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A. B. SAMUELS IS DEAD 
Former Consolidated Indemnity Presi- 
dent and Prominent Attorney; Had 
Sudden Heart Attack 
A. Bertram Samuels, New York City 
attorney and insurance company execu- 
tive, suffered a heart attack on Tuesday 
in the offices of the Manhattan Mutual 
Auto Casualty, 1775 Broadway, where he 
was vice-president and general counsel, 
and passed away shortly thereafter in the 
office of a doctor in the building. Forty- 
eight years old, he had seemed in perfect 

health. 

Mr. Samuels came into the insurance 
limelight a few years ago as president of 
the Consolidated Indemnity & Insurance 
Co. and worked strenuously to put the 
company on its feet following its setback 
due to the Bank of United States de- 
bacle. He recently helped to organize 
the Manhattan Mutual. Mr. Samuels 
maintained his private law office in the 
Equitable Building at 120 Broadway, 
where he was associated with I. Maurice 
Wormser of Fordham Law School, one- 
time cditor of the New York Law Jour- 
nal. 

Prominent as a Republican, Mr. Sam- 
uels served as president of the Hamilton 
Republican Club of the Nineteenth As- 
sembly District from 1921 to 1923 and 
served in 1915 as Deputy Assistant Dis- 
trict Attorney under Charles S. Whit- 
man. When this country entered the 
World War he was named special as- 
sistant United States attorney. 








N. T. Robertson Joins Ocean 
Accident in Agency Dep’t 


Norman T. Robertson, assistant secre- 
tary, United States Casualty, has re- 
signed to join the Ocean Accident’s agen- 
cy staff. His new duties started Sep- 
tember 4. 

One time employed boys’ work secre- 
tary in the Newark Y. M. C. A., Mr. 
Robertson started his insurance career 
twelve years ago with the Globe Indem- 
nity doing agency work. He joined the 
United States Casualty in 1925 and did 
agency contact work for that company. 
He has a wide circle of friends in the 
field. 

His interest in boys led Mr. Robert- 
son several years ago to organize the 
Rufus Dawes Glub in Newark, N. J,, 
which was named after the son of Gen- 
eral Dawes, who lost his life attempting 
to rescue a friend from drowning. This 
club flourished for some time. 

JOINS WESTERN & SOUTHERN 

Van Y. Duncan of Indianapolis has 
joined the Western & Southern to rep- 
resent the fire and indemnity companies 
in the group as Indiana special repre- 
sentative. Mr. Duncan formerly repre- 
sented the Hartford Accident as special 
ageut for Indiana and western Ohio and 
the Indemnity Insurance Co. of North 
America as service manager in Indianap- 
olis. Recently he has been with a large 
Indianapolis agency. 


Decision on U. S. Guarantee 


Rates Expected Next Week 

The decision of the New York Insur- 
ance Department on the brokers’ blanket 
bond rate filing of the United States 
Guarantee will not be reached until after 
a conference next Monday, September 
10, at which R. H. Towner and Martin 
W. Lewis of the Towner Rating Bureau, 
and George H. Reaney, president, United 
States Guarantee, will discuss the situa- 
tion with Joseph J. Magrath of the De- 
partment. 

No intimation has been given as to 
what the Department’s decision will be 
but it is known that the respective view- 
points of both the Towner members and 
United States Guarantee are being given 
fair consideration. It may develop that 
new features will be added to the brok- 
ers’ blanket bond sold by Bureau com- 
panics so as to meet the new United 
States Guarantee forms, with little or no 
difference in the premium rates charged. 

As originally submitted to the New 
York Department the United States 
Guarantee rates were about 15% less 
than the Towner rates, and the bond 
form provided broader coverage than 
that allowed under Surety Association 
rules. 





OPENS CENTRAL N. Y. OFFICE 
Maryland Casualty Merges Rochester 
and Albany Branches with New Syra- 
cuse Office; A. F. Lawrence Res. Mgr. 

The Maryland Casualty opened on 
September 4 a new central New York 
office in Syracuse whose territory will 
extend from Rochester on the west to 
Albany in the east embracing forty coun- 
ties in New York State and two in Penn- 
sylvania. 

A. Foden Lawrence is resident man- 
ager in charge and Harold G. Greene, 
assistant resident manager. They were 
formerly managers of the Maryland’s 
Rochester and Albany branch offices, re- 
spectively, which offices have been con- 
solidated with the central New York 
office. 


T. C. Moffatt & Co. Becomes 
Bankers Ind. General Agent 


T. C. Moffatt & Co., one of the lead- 
ing agencies of Newark, N. J., has been 
appointed general agent of the Bankers 
Indemnity for all casualty lines in New- 
ark and vicinity. For years the Moffatt 
agency has represented the Globe In- 
demnity which representation it has now 
given up. 

Organized twenty-six years ago, the 
present head of the agency is R. B. Par- 
sons, who has been there for the past 
sixteen years and has the reputation of 
being a conservatively progressive agency 
leader. 
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Mayor Ray of Jefferson City, Missouri 


As Capable in Running Affairs of Capital City of State as in 
Conducting Insurance Agency; An Astute Politician 
Who Spent Early Years as Newspaper Writer 


‘By a “Peripatetic Vice-President” 


To the initiate the protean tendencies 
and accomplishments of crack newspaper 
So the visi- 
learned with 


men are matters of course. 
tor to Jefferson City, Mo., 
no particular astonishment that the 
Fourth Estate had supplied the capital 
city with its mayor, the Hon. Means Ray, 
and that he is, simultaneously, the lead- 
ing insurance agent of the community. 

Lest there seem to be a sinister im- 
plication in the concurrent holding of 
both jobs, let it be stated clearly that 
evidence taken on the ground is to the 
contrary. Even political opponents agree 
that the mayor is more than punctilious 
in declining for his agency any premium 
offering which could be distorted into 
“city business.” 

Says “Means Ray” 
from Cape Giradeau to St. 
get an attentive audience. 

Why? 

A little because he is a native son like 
his father and grandfather before him, a 
good deal because of his years as a re- 
porter and feature writer on political top- 
ics, but chiefly because Ray, the mayor, 
puts on no more “side” than Ray, the 
Cassville Democrat cub reporter. 


His Visitors All “Home Folks” 


Visitors to the state capital promptly 
look him up to say “howdy,” and they 
are all home folks to him. His welcome 
leaves them no doubt of that and the 
cordiality is genuine. 

Means Ray, the mayor, tells you with 
pride that Jefferson City stands twenty- 
sixth on the prosperity list of the na- 
tion, and with no encouragement what- 
ever submits statistics which prove Mis- 
souri to be the dead split of the Garden 
of Eden sans Serpent and Forbidden 
Fruit. 

But let’s get the proper background 
for this recital A community which 
spawns a big fish is entitled to rag 
tion for the occurrence, so Cassville, 
the southwestern part of the state, is the 
place to start. There, forty-five years 
ago, Means Ray was born. The first ol- 
factory twitchings of his nostrils had 
their origin in the pungent bouquet of 
printers’ ink for both his grandfather 
and his father had successively and suc- 
cessfully edited and published the Cass- 
ville Democrat. 


to any Missourian 
Joe and you 


Early Days as Newspaperman 


When other youngsters were shooting 
marbles or spinning tops young Means 
was exploring the “hell box” and learn- 
ing the mysteries of type-setting and 
make-up. And he relates with a remi- 
n scent chuckle that his father’s owner- 
ship of the paper did not save the ap- 
prentice from being shown a “type-louse” 
and being sent for an “Italian shooting- 
stick.” 

By 1911 young Ray, then 22, found 
Cassville inadequate and took his fledg- 
ling talents to Kansas City where he 
found a job on the Post. A definite 
flare for politics and an inherent news 
instinct won him a steady assignment 
which shortly resulted in his being sent 
to Jefferson City to cover the legisla- 
ture. A half session of that and a youth- 
ful urge to see what lay over the hill 
took him to the Fort Worth (Texas) 
Record and later to the Dallas News. 

The sun wrinkles in the corners of his 





MAYOR MEANS, RAY 


eyes testify to succeeding years as a 
news-hawk on papers in Oklahoma City, 
Shawnee, Tulsa, Ardmore and Fort 
Smith, Ark. Then the itching foot car- 
ried him to St. Louis and general as- 
signments for the Republic. But a big 
metropolis had no appeal for Means Ray 
and a few months found. him working 
on the Republican at Springfield, Mo. 

Then came the call to return to Cass- 
ville and carry on the family tradition 
of editing the Democrat. This he did 
for several years; in the meantime (1915) 
he married the lovely Miss LeCompte of 
the old home town. 

Since the nomadic inclinations of even 
a migratory newspaper man must yield 
tc the claims of domesticity, in 1919 Mr. 
Ray went to Jefferson City as editor of 
the Capitol City News and remained 
there until 1923. 


His Civic Interests 


Any movement looking toward the de- 
velopment of his beloved Missouri has 
never failed to enlist his ardent support 
and as early as 1918 Mr. Ray was chair- 
man of the Missouri Pressmen’s Associ- 
ation, formed to popularize the idea of 
the $60,000,000 bond issue to give the 
state a real highway system. Later, in 
1928, when a $75,000,000 bond issue was 
proposed for the same purpose Mr. Ray 
was chairman of the finance committee. 

John Malang, state senator from Jop- 
lin, is known throughout the length and 
breadth of Missouri as the father of good 
roads in the state. Mr. Ray had known 
Mr. Malang for many years, but their 
mutual interest in road development 
brought about a close association, and 
in 1923 at Mr. Malang’s suggestion 
Means Ray became an insurance agent. 
An indication of the caliber of his in- 
surance “activities may be found in the 
simple statement that the first piece of 
business he wrote was a contract bond 
for $750,000. 

Means Ray tells you today that his real 
business is that of an insurance agent, 
and he is recognized as the outstanding 
agent in his part of the state. But no 
real newspaper man ever succeeded in 
divorcing himself entirely from the 


Fourth Estate, and every little while he 


visits the “gang” in the city room of 
the Capitol City News. 


A Democratic Mayor 


Jefferson City folks tell you that it was 
as inevitable as it was appropriate that 
the Democratic party in 1933 should have 
nominated and elected Means Ray mayor 
of the capital city. As previously re- 
lated, Mr. Ray takes pride in the fact 
that Jefferson City stands well toward 
the top of the nation’s prosperity list; 
also, he points out that money spent for 
relief work is spent on permanent im- 
provements. 

Means Ray is a Democrat in politics 
but what is more important, he is a dem- 
ocrat by inclination. Progress along the 
streets is punctuated by salutations of 
“Hi, Means” or “Howdy, Means,” and 
interrupted by brief conversations cover- 
ing every possible phase of the other 
man’s real or fancied necessities. 

The mayor may, when he chooses, sub¢ 
scribe himself Colonel because he has 
been on the Governor’s staff for some 
time and towns-folk (not Ray) tell you 
that they are close friends. 

For Means Ray each day is filled with 
the pure joy of living, but perhaps his 
greatest happiness, outside of business 
and his home, is derived from taking 
groups of friends out to his “Sleepy 
Eye” cabin three and one-half miles from 
Jefferson City on the Moreau River. 
There on a forty-five acre estate he gives 
barbecue parties, to which any friend of 
his is welcome, be he the governor of the 
state or a type-setter from the Cassville 
Democrat. At the moment, however, 
“Sleepy Eye” is suffering a temporary 
eclipse for Ray, together with several 
cronies, is building a sixty-foot house- 
boat on the lake of the Ozarks, from 
s"hich he may indulge another of his 
favorite sports, fishing. 

Just to make the record complete it 
is added that Mr. Ray is an excellent 
golfer and at the country club, as else- 
where, a superb host. 

There you have Means Ray of Jeffer- 
son City, Mo. Quite a citizen, it appears, 
but you were told at the start that he 
was a newspaper man by inheritance and 
by training. So, of course, he is a good 
insurance agent. 





JOYCE DENIAL 
Not to Associate Himself at This Time 
With Any Company Competing With 
National Surety Corporation 

Upon inquiry of The Eastern Under- 
writer to confirm or deny rumors that 
he was to become head of a multiple line 
company, William B. Joyce, former Na- 
tional Surety chairman, said this week: 

“I will not for the present take any 
part in the organization of any new com- 
pany nor will I associate myself with any 
company at this time which is competing 
with the National Surety Corp.” 

Since resigning from the National 
Surety Corp. Mr. Joyce has made a fresh 
start as a producer. His insurance brok- 
crage office at 115 Broadway, New York, 
has been doing considerable business in 
all jines, it is learned. He also maintains 
an “agent for agents” service for out-of- 
town producers who desire his help on 
the closing of business which they them- 
selves are unable to place. 





QUOITS INJURY AN INCIDENT 
Not an Accident, N. J. Supreme Court 
Rules in Player’s Insurance Suit Who 

Will Probably Lose His Claim 


Justice Clarence E. Case in New Jersey 
Supreme Court in Trenton has ruled that 
an injury suffered while pitching quoits 
in the generally approved manner cannot 
be termed an accident. The court de- 
cided specifically that the injury to Ben- 
jamin F. Lippold, of New York, who 
wrenched his back while pitching quoits 
two years ago was merely an incident 
and not an accident. 

As a result Lippold probably will lose 
a claim of $400 on an accident insurance 
policy, which previously had been grant- 
ed to him by the First District Court 
of Newark. 


FIRST CONVENTION-BY-MAIL 





10,000 U. S. F. & G. Agents to Attend; 
Starts September 10 and Will 
Run for Two Months 


The United States F. & G. has an. 
nounced a nation-wide Convention- -by- 
mail to its 10,000 agents all over the 
country, no one of whom will spend one 
cent for transportation, hotels, taxis, food 
or entertainment. The convention Opens 
on September 10, with the mailing of 
the first illustrated card which Carries 
an address of welcome delivered by E, 
Asbury Davis, president of the company, 
in true convention spirit. 


Twice a week for the following two 
months similar cards will be mailed to 
agents and brokers throughout the 
United States and Canada. A true get- 
together atmosphere will be cleverly 
created, of unusual value to the company 
and its representatives. The cards, ap- 
propriately illustrated, will deliver simple 
and direct talks by well- informed insur- 
ance men, embodying information, ideas 
and suggestions drawn from their per- 
sonal experiences. 

The U. S. F. & G. feels that this Con- 
vention-by-Mail will be useful, practical 
and profitable to all who attend it. 





A. & H. SERVICE DEPARTMENT 





Installed in N. Y. Office of United States 
F. & G. as Aid to Brokers; H. M 
George its Manager 

The New York office of the United 
States F. & G. this week opened its new 
accident and health producers’ service 
department. Harold M. George, in 
charge of underwriting of this line, has 
been made manager of the new depart- 
ment. He is a prominent figure in met- 
ropolitan accident and health circles and 
active in the local association. 

The new service is for brokers who 
desire to discuss new and changed pol- 
icy forms, rates and classifications of 
risks, or who may desire comparison of 
various policy coverages. 





DEATH OF R. M. ROSS 

R. Monroe Ross, assistant manager, 
home office liability claim division, Mary- 
land Casualty, died suddenly last week 
at his home in Baltimore. He had been 
with the company since April, 1905, in the 
claim division. Mr. Ross was known for 
his exceptional ability in appraising the 
value of claims and had won the respect 
of his associates. He was a graduate of 
the McDonough School and the Univer- 
sity of Maryland Law School. He is sur- 
vived by his wife, Mary Fauth Ross, and 
by one son, L. Fauth Ross. 





ADDS TO FACILITIES 

W. G. Wilson, prominent Ohio man- 
ager of the Aetna Affiliated Companies, 
has recently accepted an agency ap- 
pointment from the Hartford Steam 
Boiler Inspection & Insurance Co., thus 
making boiler insurance facilities as an 
additional feature of his organization. 





F. B. DANCY, JR., DEAD 

Frank B. Dancy, Jr., agency assistant 
at the home office of the United States 
F. & G., died suddenly last week of a 
heart attack at a hotel in Oneida, N. Y, 
where he had gone to spend his vaca- 
tion. He had been with the U. S. F. &G. 
for ten years. 





T. V. PENDERGAST PROMOTED 

T. V. Pendergast has been appointed 
assistant manager in the New York office 
of the Bankers’ Indemnity. He is thor- 
oughly experienced with the company’s 
policy and serv'ce facilities. In his new 
post he will develop production. 





ARGENTINA WRITINGS 


Nine admitted foreign companies wrote 
workmen’s compensation insurance ™ 
Argentina during 1933, one French an 
eight British, their premium income 
amounting to 2,818,737 pesos. An under- 
writing loss was suffered of 906,235 pesos: 














mint 
CW 
engi 
ploy 
moni 
that 
low, 
ance 

Wi 
neer: 
clusi 
by ¢ 
traf 
by a 
the I 
struc 


cities 
an e) 
ciden 








, 1934 


———_—__ 
—. 


[AIL 


Attend; 
‘ill 


iaS an- 
ion-by- 
er the 
nd one 
is, food 
1 Opens 
ling of 
Carries 
by E. 
mpany, 


ig two 
iled to 
It the 
1e get- 
‘leverly 
ym pany 
ds, ap- 
simple 
insur- 
|, ideas 
ir per- 


Ss Con- 
ractical 
it. 


ENT 


States 
Mz. 


United 
ts new 
service 
ye, in 
1e, has 
lepart- 
n met- 
es and 


's who 
‘d_ pol- 
ons of 
son of 


nager, 
Mary- 

week 
d been 
in the 
wn for 
ng the 
“espect 
1ate of 
Jniver- 
is sur- 
3S, and 


TED 

ointed 
. office 
. thor- 
pany’s 
s new 


wrote 
ce in 
h and 
ncome 
inder- 
pesos. 











September 7, 1934 





ICSE OPO OP: 
aruatt 





Cc 








6 Sn — UNDERWRITER 












—~ —_ 





Page 31 











C.W.A. Safety Survey in Mass. 


Sponsored by Technology Institute, 900 Engineers Have Par- 
ticipated in State-wide Survey of Highway Accidents; 
Col. Eddy Director 


The state of Massachusetts was literal- 
ly turned into a safety laboratory a short 
time ago when a state-wide highway traf- 
fic survey was conducted by the Massa- 
chusetts Institute of Technology, Col. R. 
C. Eddy, director, with a view of deter- 
mining causes and remedies. Through the 
C.W.A. and the F.E.R.A. as many as 900 
engineers and statistical clerks were em- 
ployed for a period of more than five 
months. The Eastern Underwriter feels 
that Col. Eddy’s findings, summarized be- 
low, will be of interest to casualty insur- 
ance men. 

We approached the problem as engi- 
neers should without preconceived con- 
clusions. The work of the survey started 
by our taking a state-wide one week 
trafic count, followed shortly thereafter 
by another. These counts have enabled 
the Department of Public Works to con- 
struct complete flow maps of the state 
to determine the approximate annual 
traffic volume on any route, thus putting 
the accident rate into clear relation with 
the actual traffic volume. 

Another large group of engineers and 
statistical clerks was organized in the 
office for the purpose of creating a com- 
plete file of accidents for the years 1930- 
1933 inclusive, arranged by geographical 
locations. Upon completion of this task, 
which for the first time gives us a com- 
plete file of all available accident data, 
the records were summarized and spot 
maps made for the most important towns 
and cities. 


Fifteen Municipalities Surveyed 


After the conclusion of the traffic count 
the district engineer conferred with local 
authorities and at their request under- 
took complete traffic surveys in fifteen 
cities and towns. These surveys included 
an exhaustive study of traffic volume, ac- 
cidents, observance of traffic lights and 
stop signs, enforcement of traffic regula- 
tions, safety education in schools, acci- 
dent spot maps and complete accident 
(by location) files. 

The reports for these localities intend- 
ed to place in the hands of responsible 
local authorities the best information ob- 
tainable as to the traffic facts in their 
communities, together with suggestions 
for steps to be taken in the solution of 
their traffic problems. 


Visability Experiments 


In analyzing the general subject of 
highway accidents, we found that there 
were a large number of subjects which 
might be studied advantageously. 

The question of visability of the pedes- 
trian on the highway at night seemed 
to be of major importance because of the 
large number of pedestrian accidents. 
Three crews have carried out a program 
Of experiment to determine the distance 
at which the pedestrian becomes visable 
to the operator of a motor car under 
varying conditions of roadway surface, 
weather, street lighting and the lighting 
ofeapproaching cars. 

Our final report will contain in detail 
the results of these experiments, but I 
may say briefly that under normal con- 
ditions the pedestrian frequently does 
not become visible until the car is within 
100 feet of him. When traveling at a 
speed of forty miles per hour, this means 
that the operator has only about 1.7 sec- 
onds in which to translate his visual ob- 
servation into action and avoid hitting 
the pedestrian. We found that this dis- 
tance is considerably increased if the 
Pedestrian takes the precaution of wear- 
ing a bit of white clothing or an effec- 
tive reflecting button. 

he distance of visability is adversely 
affected by the lights of approaching 


cars, particularly if they are raised above 
the legal limit. Highway lighting also 
plays an important part. 


Reaction Time of Drivers 


One factor which is of great import- 
ance in the analysis of accident situa- 
tions is the so-called reaction time of the 
driver. Early in the course of our proj- 
ect, we had begun the development in 
the laboratories of the Massachusetts 
Institute of Technology an electrical tim- 
ing device intended to measure the speed 
of vehicles. This instrument was ad- 
mirably suited for the measurement of 
reaction time and two cars were equipped 
with the instrument in such a manner as 
to measure the time between the appli- 
cation of the brake on the leading car 
and the application of the brake on the 
following car, the two cars being inter- 
connected by means of a wireless im- 
pulse. So far as we know this instrument 








and its application are both novel on this 
project. ° 

We have tested a large number of 
operators with such equipment. In gen- 
eral, we find that when they know they 
are being tested, their reaction time will 
average about six-tenths of a second. 
On long runs this average is likely to 
run up to eight-tenths of a second. If 
the stop light on the preceding car is 
not working it often requires one and 
one-half seconds for the following opera- 
tor to observe that the preceding car is 
slowing down and to apply his own 
brakes. The importance of this reaction 
time will be recognized when you real- 
ize that at fifty miles per hour each sec- 
ond delay in applying brakes means that 
the car has traveled seventy-three feet 
during the interval. 

Questionnaire Sent to 10,000 

As another project we felt that we 
should get some expression of opinion 
from the motorists themselves regarding 
accident hazards and the factors relat- 
ing thereto. The experience of a million 
drivers in the state ought to be worth 
a great deal if they could be collected 
and tabulated. It was obviously impos- 
sible to question all of the operators in 
the state, but we were able to submit 
a questionnaire to about 10,000 of them, 
thus obtaining a one per cent sample. 





THING THEY NEED THE MOST 


What does the automobile driver want most? 
somebody at his side after an accident occurs . . . 


He wants 
somebody 


on his side . .. to take care of arguments; to answer insistent 


police; to consider damage claims or wreckage; . 


. . finally, 


someone to get him quickly on the road again. 


That’s one of the many good reasons why Agents should sell 
Maryland protection!—Where, all wrapped up in one policy, 
is not only indemnity and court protection; but “10,000 
agents everywhere” to come on the call of Maryland’s Service 


Card 


90 convenient claim adjustment centers reach- 


able at all hours; a record of performance over 36 years 
measured by thousands of satisfied policyholders and claims 
paid in excess of $282,000,000. Sell Maryland Protection. 





SILLIMAN EVANS - President « 





AND 
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F. HIGHLANDS BURNS- Chairman of the Board 


We made every effort to select this 10,- 
000 in such a way that they fairly repre- 
sented the entire body of motor opera- 
tors. 

It is impossible to give you more than 
a general idea of the interesting things 
brought out by this questionnaire. Touch- 
ing upon just a few points, we find that 
the majority favor increasing the age 
limit for licensed drivers to eighteen 
years. The majority also believes that 
car inspections should take place every 
six months and opinion is about equaily 
divided on the question whether opera- 
tors should be re-examined. 

You may be amused to know that the 
vote was overwhelmingly in favor of the 
compulsory use of hand signals for ve- 
hicles stopping or standing on the road, 
although our road studies showed that 
practically no drivers now give signals on 
the state road where it is already com- 
pulsory. 

We also made a careful study of the 
records in the registry of 10,000 licensed 
drivers. To make sure that this one per 
cent of the million licensed drivers in the 
Commonwealth was thoroughly represen- 
tative, great care was taken in choosing 
the methed for selecting the 10,000 names 
for study. 

Observations 


After an intensive search in the files 
of the registry we have made a tabula- 
tion of all the accidents, court convictions 
for traffic offenses, police and other com- 
plaints recorded against each driver of 
the sample 10,000. A study of the tabu- 
lated results has convinced us that the 
following conclusions are justified. 

There is a well marked tendency 
among drivers who have had accidents 
to have more accidents. For those driv- 
ers who have had one accident in a given 
period of a year or more, the data shows 
that there is twice the probability that 
they will have an accident in the follow- 
ing similar period, as for those drivers 
whose records in the first period were 
clear. Similarly, the probability of an 
accident in the coming period is twice 
as great for the drivers who had two 
accidents in the period just closed, as for 
those who had only one accident. 





MUNICH PUBLIC SAFETY 





German City’s “Traffic Watch” Opens 
Exposition with Toy Models Showing 
Chief Accident Causes 

In recognition of the fact that 90% 
of all traffic accidents are due to the 
human element and that as a result me- 
chanical preventive methods are offset 
to a considerable extent a German So- 
ciety, called Verkehjrswacht (Traffic 
Watch), has started a campaign of acci- 
dent education and opened an exposition 
in Munich where the chief causes of ac- 
cidents and their prevention are demon- 
strated by toy models. The various 
exhibits show the immense gain in trat- 
fic and the consequent dangers to life 
and limb from the days when the horse 
was still the chief means of furnishing 
motive power, and from then on, decade 
by decade, until the present day is 
reached. ; 

These models show in miniature mod- 
ern traffic; they move and illustrate in 
a practical manner how accidents hap- 
pen, also how they can be avoided if 
traffic rules are observed. The fundamen- 
tal idea is to bring home to each indi- 
vidual the causes of most accidents 
Intentionally these models have been 
given the form of toys in order to at- 
tract and impress children and thus in- 
still into the very young the dangers by 
which they are constantly surrounded. 


Charles Handler, receiver in Chancery 
in New Jersey for the Guardian Casualty 
Co. of New York, has advised its credit- 
ors they must file claims at the office 
of the receiver, 790 Broad Street, New- 
ark, on or before September 14 or they 
will be excluded from the benefit of such 
dividends as may be declared by the 
court from the assets of the company. 
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Nation-Wide Concerted Action to 
Make September Biggest Safety Month 


Governors of 45 States and D. of C. Issue Proclamations; Im- 
pressive Messages by President Roosevelt and Secretary 
of Commerce Roper; Auto Accident Trend Upward 


The most comprehensive concerted pro- 
gram on street and highway safety ever 
undertaken in this country is being initi- 
ated by Governors of most of the states 
this month with the endorsement and 
support of President Roosevelt and Sec- 
retary of Commerce Roper, who is chair- 
man of the National Conference on 
Street and Highway Safety. 

The proclamations and messages by 
the Governors were issued a few days 
prior to the end of August and call upon 
public officials in state and local govern- 
ments, civic organizations, schools, 
churches and all drivers and pedestrians 
to do everything possible to make Sep- 
tember a demonstration month that many 
automobile accidents are ummnecessary. 
Thus the public’s attention was directed 
to the seriousness of the automobile ac- 
cident situation just before the three-day 
holiday. 

Governors of forty-five states and the 
Board of Commissioners of the District 
of Columbia join in the initiation of the 
simultaneous program designating Sep- 
tember as street and highway safety 
month. They follow: 

B. M. Miller, Alabama; Benjamin B. Moeur, 
Arizona; J. M. Futrell, Arkansas; Frank F. 
Merriam, California; Edward C. Johnson, Col- 
orado; Wilbur L. Cross, Connecticut; C. Doug- 
lass Buck, Delaware; David Sholtz, Florida; Eu- 
gene Talmadge, Georgia; C. Ben Ross, Idaho; 
Illinois; Paul V. McNutt, Indi- 
ana; Clyde L. Herring, Iowa; A. M. Landon, 
Kansas; Ruby Laffoon, Kentucky; Albert C. 
Ritchie, Maryland; Joseph B. Ely, Massachu- 
setts; William A. Comstock, Michigan; Floyd 
B. Olson, Minnesota; Sennett Connor, Missis- 
sippi; Guy B. Park, Missouri; F. H. Cooney, 
Montana; Charles W. Bryan, Nebraska; Morley 
Griswold, Nevada; John G. Winant, New Hamp- 
shire; A. Harry Moore, New Jersey; A. W. 
Hockenhull, New Mexico; Herbert H. Lehman, 
New York; J. C. B. Ehringhaus, North Caro- 
lina; Ole H. Olson, North Dakota; George White, 
Ohio; Julius L. Meier, Oregan; Gifford Pinchot, 
Pennsylvania; Theodore Francis Green, Rhode 
Island; Ibra C. Blackwood, South Carolina; Tom 
Berry, South Dakota; Hill McAlister, Tennessee; 
Miriam A. Ferguson, Texas; Henry H. Blood, 
Utah; Stanley C. Wilson, Vermont; George C. 
Peery, Virginia; Clarence T. Martin, Washing- 
ton; H. G. Kump, West Virginia; A. G. 
Schmedeman, Wisconsin, and Leslie A. Miller, 


Henry Horner, 


Wyoming. 
Secretary Roper’s Statement 

Secretary of Commerce Roper in the 
statement from Washington on August 
30, expressing the need for such a con- 
certed street and highway safety move- 
ment, pointed out that the present trend 
of automobile accidents indicates that 
during the year deaths may reach the 
staggering and hitherto unexperienced 
total of 36,000, with injuries to more than 
1,000,000 persons. “In an effort to reduce 
this stupendous loss of life,” he said, “a 
large proportion of which can be avoided, 
every effort will be put forth during the 
safety month by concerted action on the 
part of citizens participating in the pro- 
motion of street and highway safety. 
The purpose of this movement is to 
combat the rising toll of loss of life and 
of personal injury and property damage 
caused by automobile accidents. In my 
capacity as chairman of the National 
Conference on Street and Highway Safe- 
ty, I am especially interested in and 
sympathetic with the objectives of this 
campaign, and desire to lend my support 
to the civic organizations and public bod- 
ies sponsoring the program.” 

Secretary Roper included in his state- 
ment a letter written to him by Presi- 
dent Roosevelt, in which the latter said: 

“I have before me at the moment com- 


munications from a large variety of or- 
ganizations and groups calling attention 
to the increasing gravity of the situation 
—attributable perhaps in part to heavier 
motor vehicle traffic as a result of im- 
proved economic conditions. The interest 
of these groups is in itself a splendid sign 
and indicates at least that serious thought 
is being given to the problem. What we 
need most is organized and continuing 
action. 

“I note that the Governors of many 
states are issuing proclamations desig- 
nating September as safety month. This 
should prove helpful if only to the extent 
that it serves as a focal point for more 
mobilization. It is also timely, since we 
are just entering on the period of the 
year which experience has shown takes 
the heaviest toll. However, we must 
steadfastly keep before us that we need 
more than a safety month. We must 
make every year a safety year, every 
month a safety month, and every day a 
safety day. We must attack the problem 
continuously and energetically in much 
the same way as we have conducted our 
attack on the depression.” 

Appeal Made to 117,000,000 

The number of persons to whom ap- 
peals in behalf of street and highway 
safety have been made by Governors and 
the Commissioners of the District of 
Columbia exceeds 117,000,000, or nearly 
96% of the entire population of the coun- 
try. The territory also has more than 
23,000,000 of the registered motor ve- 
hicles of the country, or approximately 
97%, and last year in the forty-five states 
and the District of Columbia, approxi- 
mately 29,500 persons were killed in au- 
tomobile accidents, or almost 97% of the 
country’s entire automobile accident fa- 
tality toll. 

During the first eight months of this 
year it is estimated that more than 21,- 
600 persons have been killed in automo- 
bile accidents in this country and that 
more than one-half million have been in- 
jured. Country-wide experience also 
shows that deaths are running more than 
20% ahead of last year and if such a 
trend should continue unabated to the 
end of the year it would mean approxi- 
mately that 36,000 persons would be 
killed. This record would be several 
thousand greater than the previous high 
mark in 1931. 

This is the third year in which a defi- 
nitely concerted program of automobile 
accident prevention has been initiated by 
action of Governors. Two years ago 
around thirty states joined in the desig- 
nation of August of that year as safety 
month, while last year thirty-three states 
and the District of Columbia joined in a 
program during September. As a result 
of the steps taken in September last 
year, it has been estimated that 200 lives 
were saved and that injuries to around 
6,000 persons were prevented. On the 
basis of the increased trend in fatalities 
this year, the September program which 
has just been initiated should result at 
least in the saving of 260 lives and in- 
juries to fully 8,000 persons. 

The slogan is “Take Time to Be Safe.” 





ARMAND SOMMER TO TALK 


Armand Sommer, assistant to the vice- 
president of the Continental Casualty, 
who is president of the National Accident 
& Health Association, is to speak at the 
first fall meeting of the Chicago Accident 
& Health Insurance Club on September 
13. One of the plans for the new season 
is to make an award to the leading pro- 
ducer each month. Harold R. Gordon, 
executive secretary, Health & Accident 
Conference, is in charge of this feature. 


TRIBUTE TO WM. R. FREETHY 





Late Claim Manager of Employer’s Lia- 
bility Was U. S. Branch’s First Em- 
ploye; E. C. Stone’s Comment 

Edward C. Stone, United States man- 
ager, Employer’s Liability, recently paid 
justified tribute to the late William R. 
Freethy, who until his retirement was 
the head of the claim department in the 
Employer’s United States branch, and 
was the corporation’s first employe. 
Writing in the Pioneer, Mr. Stone said: 

“He saw its activities start in 1886 in 
a room on the top floor of an antiquated 
building on State Street in Boston. He 
not only saw it grow but helped make 
it grow to be one of the outstanding 
casualty companies in this country 
housed in a modern, thirteen-story build- 
ing. 

“Ever faithful and loyal, always courte- 
ous and kind, during all his association 
with our three companies alert and effi- 
cient, he served well for over forty years 
until a well-earned retirement came. 

“Let us ponder on his long and worth 
while connection with our companies and 
by emulatine his example of quiet, in- 
dustrious efficiency determine to help 
make as much progress in the next forty 
vears as he aided in accomplishing dur- 
ine his more than two score years of 
faithful, loyal and efficient service.” 





STATUTORY DEPOSIT RAISED 

The Enropean General has raised its 
TInited States statutory deposit from 
$850,000 to $1,000.000 so as to permit the 
company to write credit insurance. 


Refinancing Puts Maryland 
Casualty In Strong Position 


As announced in The Eastern Under- 
writer last week unanimous approval was 
voted by Maryland Casualty stockhold- 
ers last week of the recapitalization plan 
recommended by the directors and which 
provided for the addition of $10,000,000 
to the capital structure of the company, 

The stockholders authorized the issy- 
ance of 1,250,000 shares of stock, to be 
known as first convertible preferred 
stock, series A, of which, however, only 
1,000,000 shares were to be sold. The 
plan also provides for reducing the par 
value of the previously outstanding pre- 
ferred stock from $2 to $1 per share and 
the transfer of $1,000,000 from capital to 
surplus. This stock is to be redesignated 
as first convertible preferred stock, ser- 
ies B. 

“It is most gratifying to the manage- 
ment of the Maryland Casualty Com- 
pany that the stockholders today have 
unanimously ratified the plan recom- 
mended by the directors by which an 
additional $10,000,000 is added to the 
company’s capital structure,” said Silli- 
man Evans, president. “The addition of 
this capital, with an adjustment of com- 
pany assets to a conservative basis, places 
the Maryland Casualty in an exception- 
ally strong financial position. I have 
every confidence that satisfactory under- 
writings will continue after the substan- 
tial business increase which the company 
already has experienced during the past 
six months.” 





New Produce and Truck Insurance Riders 


The Hooper-Holmes Bureau has de- 
signed two new riders containing ques- 
tions pertinent to produce or poultry 
dealers and truck insurance. In a revi- 
sion of the automobile casualty manual 
in June, 1934, there appeared the follow- 
ing classification: “Produce dealers, fruit 
or vegetable growers, poultry dealers, 
Class 3.” Subsequent to the issuance of 
that manual the instructions regarding 
the proper classification of these risks 
were amended through a bulletin which 
describes produce dealers, poultry deal- 
ers, commission agents, commission mer- 
chants, fruit growers or vegetable grow- 
ers in detail. 

The new riders of the Hooper-Holmes 
Bureau provides for information which 
will permit underwriters more accurately 
to classify the line offered. The ques- 
tions on the riders are as follows: 


(1) Farmer applying for coverage on a truck. 
1. Does he own or rent the farm? (State 
which) 
(a) This farm? 
(b) Other business? (If so, what busi- 
ness?) 
3. What type farm is this? (Grain, truck, 
dairy, etc.) 


4. How often is the truck driven to market? 
5. To what cities does he regularly haul? 
6. To what distance (in miles from the 
farm) does he haul? 
7. Are trips to market made at night? 
8. Does this farmer truck only for himself? 
9. Does he regularly truck for other farm- 
ers? 
(a) If so, to what extent? 
10. What does he haul? 
11. Is he a licensed truckman? 

(2) Truck coverage applied for by produce deal- 
er, poultry dealer, commission agent, 
commission merchant, fruit or vegetable 
grower. 

1. Under which of the above classifications 
is this assured best known? 
2. Does he raise fruit, vegetables, or poul- 


try 
If so, (a) State which. 
(b) How many acres does he ope- 
rate? 
3. Does he use this truck only for hauling 
produce or poultry raised by him? 
4. Does he buy and sell produce or poultry 
raised by others? 
5. Does he collect or haul to market produce 
or poultry raised by others? 
If so, (a) How often? (Daily, weekly, 
etc.) 
(b) Is such hauling his principal 
business? 
6. Does he buy or haul produce or poultry 
from the markets for resale to others? 
7. What is the distance in miles from the 
market to the assured’s garage address? 





Mass. Auto Rates 
(Continued from Page 29) 


well as other commercial vehicles, may 
be insured next year for $101 instead of 
$125. while it is proposed to cut the rate 
on heavy trucks from $152 to $129 in 
Boston. Greater Boston taxicabs will 
still operate under a premium of $325. 

At present there are 854,683 motor ve- 
hicles registered in Massachusetts, in- 
cluding 748,136 passenger vehicles, 100,734 
commercial vehicles, 3,939 buses, 728 trail- 
ers and 1,145 motorcycles. 


Usual Political Reactions 


As in former years there has been the 
usual political reaction to the proposed 
rate schedule. Frank A. Goodwin, for- 
mer registrar of motor vehicles, now a 
candidate for Governor, said “The whole 
thing is an outrage. Every year, by 
means of increasing the number of zones, 
they chisel about a million more dollars, 
when everyone else is taking cuts in 
wages and incomes. They started with 
three zones and then went to five, seven, 
eight, fourteen, fifteen, eighteen and now 
twenty-one. Keep electing State Street 








condidates and the rates, will keep going 
up. 

“Why not give me a chance to clean 
up the whole mess ?” 

James M. Curley, Democrat, another 
gubernatorial candidate. seized upon the 
rate announcement to declare that Com- 
missioner Brown should be removed from 
office “by his failure to bring about any 
substantial reduction in motor vehicle in- 
surance rates.” 

General Charles H. Cole, regular can- 
didate for the Democratic nomination for 
Governor, said that the rates are cOn- 
trolled by the number of accidents and 
that when elected Governor he proposes 
to establish within the division of motor 
vehicle registry an educational organiza- 
tion, the duty of which will be to bring 
about a reduction of accidents on the 
State highways, thus reducing the rates 
on insurance. 





A. M. HOLTZMAN TO DENVER 

A. M. Holtzman, who has been acci- 
dent and health superintendent of agen- 
cies for the Continental Casualty, has re- 
signed to join the Miller-West Agency 
Co. of Denver in charge of sales. 
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Dunham Summarizes 
Co. Results for 1933 


LOSSES AND EXPENSES LOWER 





Connecticut Companies Did 22% of All 
Casualty Business and 38% of Conn. 
Premium Volume 





Eighty-four casualty insurance compa- 
nies and fourteen casualty departments 
of life insurance companies doing busi- 
ness in Connecticut paid net claims in 
Connecticut totaling $8,306,425 and wrote 
net premiums amounting to $16,747,803 in 
that state in 1933, according to a review 
of the casualty insurance business for the 
past year by Insurance Commissioner 
Howard P. Dunham. Claims were $1,- 
104,860 less than the total paid in Con- 
necticut during 1932, while net premiums 
declined $973,117. 

The companies licensed to operate in 
the state and reporting to the Connecti- 
cut Insurance Department had a total 
underwriting loss on country-wide busi- 
ness in 1933 of $1,390,209. This com- 
pares with a loss of $27,125,393 in 1932 
and a loss of $43,882,083 in 1931. 

The premium income of the Connecti- 
cut companies from country-wide busi- 
ness in 1933 was $125,955,498, while net 
losses or claims paid amounted to $62,- 
631,896, compared with a premium in- 
come of $127,111,010 and net losses paid 
totaling $73,686,016 in 1932. 


Underwriting Expenses Lower 


The premium income in 1933 of all 
companies reporting to the Connecticut 
Insurance Department from country-wide 
business was $567,914,380, while their net 
losses or claims totaled $303,888,494. Com- 
parative figures for 1932 were $603,099,- 
6% and $364,761 ,924. 

. Underwriting expenses incurred of all 
companies in 1933 on country-wide busi- 
ness totaled $274,643,671, as compared 
with $303,356,038 in 1932. Gross interest 
and rents earned by all companies in 
1933 amounted to $37,123,382, as com- 
pared with $42,135,936 in 1932. Total ad- 
mitted assets of the eighty-four casualty 
companies and fourteen casualty depart- 
ments of life companies decreased from 
$1,067,489,114 to $968,905,520 at the end 
of 1933. 

The Connecticut companies wrote 
22.18% of all casualty business in the 
country, and 38.09% of the casualty busi- 
ness written in Connecticut in 1933. The 
leaders in net premiums written in Con- 
necticut last year were: 

Travelers Insurance Co. (Accident De- 


ED  ctbbkgiddesreeanesesnews $2,119,553 
Aetna Life (Accident Department).... 1,129,755 
Hartford Accident & Indemnity....... 1,123,021 
Lumbermen’s Mutual Casualty........ 1,027,553 
Aetna Casualty & Surety............. 731,281 


Employers’ Liability (United States 


Branch) 554,950 


GOLF FOURSOME ROBBED 





French Lick Party Including Past-Presi- 
dent Yancey of Counsel Ass’n Relieved 
of $270 in Holdup; Attending 
Convention 


John A. Luhn, vice-president of the 
Fidelity Deposit, George W. Yancey, 
Birmingham lawyer, past-president of the 
International Association of Insurance 
Counsel, John J. McKay of Miami and 
William O. Reed, St. Louis lawyer, rep- 
resented a golf foursome that was held 
up and robbed by a masked bandit, armed 
with a shotgun, on the links of the 
French Lick Springs golf course on Au- 
gust 22. These gentlemen were attend- 
ing the annual convention of the Counsel 
association. 

The bandit fired one shot into the air 
to indicate that he meant business, when 
the golfers failed to take him seriously. 

€ relieved them of $270, most of which 
Was contributed by Mr. Yancey. A na- 
Nae of Orange County is suspected of 
cing the bandit. 
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THE BILLION DOLLAR BUYER 


HE Government Service Office of the U.S. F.&G. 

—at Washington, D. C.—is prepared to send to 
those interested in selling their products to the United 
States Government or in bidding on United States 
Government building projects full information suffi- 
ciently in advance to allow entering bids. Where re- 
quested the results of the contract -letting will also 


be gladly sent. 


Brokers as well as U. S. F. & G. agents are invited 
to furnish the nearest branch office with a list of 
clients desiring to bid for a share of the business of 


“The Billion Dollar Buyer”’—The United States of 


America. 


YSPARG 


UNITED STATES FIDELITY & GUARANTY COMPANY 
with which is affiliated 


P&G PURE 


FIDELITY & GUARANTY FIRE CORPORAT’N 


Home Offices: BALTIMORE 
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W.S. Pope for Uniform 
Automobile Policy 


TELLS BAR ASSOCIATION WHY 








Texas Commissioner Says Voluntary 
Adoption Nation-wide Is Essential; 
National Legislation Doubtful 


The need of a nation-wide 
standard automobile insurance policy was 
discussed by Walter S. Pope, casualty 


insurance commissioner of Texas, at the 


uniform 


recent convention of the insurance law 
section, American Bar Association, held 
in Milwaukee. Thirty thousand persons 
are killed each year; 850,000 injured in 
automobile accidents. 

A uniform automobile insurance policy, 
if adopted nation-wide, will have to be 
voluntarily adopted. It is improbable 
that the Federal Congress will ever pass 
any act prescribing uniform policies, the 
speaker said. This is because of the Paul 
v. Virginia and other decisions. 
Prescribe Texas Uniform Policy Set-up 


On January 5, 1934, the Texas Board 
of Insurance Commissioners prescribed 
a uniform policy set-up, consisting of the 
liability form, the fire and theft form, the 
all cover form, which is used by those 
companies which write both fire and lia- 
bility coverages; the combination form to 
be used jointly by a casualty company 
which desires to carry only the casualty 
coverages and by a fire company which 
desires to carry only the fire coverage: 
and the garage liability form. In addi- 
tion to these five policies some 110 en- 
dorsements have been found necessary 
to describe the numerous coverages inci- 
dental to automobile insurance writing. 

The speaker then told of the various 
distributions of copies of these policies 
and endorsements. On May 15, 1934, 
the board held a hearing for the purpose 
of hearing complaints and grievances 
which might have been occasioned by the 
prescribing of said uniform policies. In 
July there was held a meeting in Chicago 
to get a nation-wide viewpoint more com- 
pletely, representatives of the company 
organizations being present. 

Purposes of Standardization 


Continuing Commissioner Pope said: 

As the Administrator of the Texas 
automobile insurance law continuously 
since February 27, 1928, after being pres- 
ent at the conferences above enumerated, 
and numerous conferences in chambers 
with representatives of all the interested 
classes, I recognize the purposes to be 
borne in mind in connection with the 
standardizing of the expressions of auto- 
mobile liability insurance policies, as fol- 
lows: 


1. To make sure that the purchaser of insur 
ance gets a contract, regardless of the company 
from which he purchases it, (a) which affords 
him a measure of protection which is definite 
and certain in its scope; (b) which is clear in 
its expression; (c) which is limited to cover 
only those hazards which ought to be covered 
for the great majority of policyholders in con- 
sideration of an average rate of premium; (d) 
which excludes unusual hazards, the insurance 
of which would add substantially to the cost 
for the average policyholder but which is neces- 
sary or desirable to insure only in unusual cases 
when an additional premium may properly be 
charged; and (e) which is free from technical 
tricks of expression whose effect might be to 
deprive the policyholder of protection which in 
reason he ought to have. 

2. To establish equitable rules governing the 
conduct and relation of policyholder and com- 
pany as between themselves with respect to the 
administration of the insurance, its application 
to particular circumstances and conditions, and 
its termination. 

3. To provide protection not only for the 
policyholder but also for those persons whom he 
may permit to operate his car, and on account 
of whose liability for negligence he may have a 
moral though nerhaps no legal resnonsibility 

4. To provide that the policyholders’ money, 
spent primarily for his own protection but sec- 
ondarily for the protection of the public, shall 
not be spent in vain if the policyholder is per- 
sonally unable to meet the demands of claimants 
against him. by giving a right of action to those 
claimants directly against the insurer, but under 
such limitations as to prevent, as far as possible, 
the influence which knowledge of the interest 
in a claim of an insurance company, with its 
large financial resources, might have upon the 
minds of a jury in determining the liability of 
a nolicvholder. 

5. To avoid not only the insurance of special 


and unusual hazards in the average case, but 
also the imposition of fixed and inflexible rules 
regarding the arrangement and order of state- 
ment of various parts of the contract, to the 
end that insurers, while bound to use standard 
expressions of the contract, may, nevertheless, 
arrange those expressions so as to fit them to 
their customary procedure, thereby avoiding un- 
necessary and burdensome expense which must 
eventually be reflected in rates. 

6. To be sure, in many states where rates are 
controlled by public authority, that the standard 
rate of premium will purchase a definite stand- 
ard of protection, 


Indeed, paragraphs 1, 2, 5 and 6, above, 
are alike applicable to all automobile in- 
surance policy forms. 


Should Not Be Subject of Competition 


Unless uniform standard policies are 
adopted for use nation-wide, competition, 
and not the public interest, will be the 
controlling factor in policy wording and 
provisions. 

Policy wording and provisions should 

not be the subject of competition. Fi- 
nancial responsibility and service alone 
should be the competing factors between 
insurance companies in the automobile 
insurance business. These technically 
worded policy contracts, as announced in 
the case of Paul v. Virginia, 
“* * * are not subjects of trade and barter 
offered in the market as something having an 
existence and value independent of the parties 
to them. They are not commodities to be 
shipped or forwarded from one state to another 
and then put up for sale.” 

The expense of competitive study and 
printing of different automobile insur- 
ance policies for use in the same or in 
different states of the Union, will be so 
reduced that the various companies can 
afford to compose their differences of 
opinion on minor policy provisions in the 
interests of economy. For years this 
saving has been urged by the National 
Convention of Insurance Commissioners, 
and especially by its Standing Commit- 
tee on Conservation. 

The use of different policies in the 
same or different states occasions much 
confusion in claim settlement and court 
decisions, while the use of the uniform 
standard policy will stabilize claim settle- 
ment and tend toward uniformity of 
court decisions and of legislation. 

The Texas Automobile Insurance Law 
and Uniform Standard Policy work done 
thereunder afford a good beginning point 
for the use of the nation-wide uniform 
standard policy for two reasons: 

1. The territorial limits of Texas are so great 
and its economic and industrial life so varied 
that no material problem of the passenger car, 
bus, oil field or commercial truck can arise 
elsewhere without a parallel in Texas; 

2. The Texas Automobile Insurance Law ad- 
ministrative staff affords a flexible agency for the 
study and change of the policy forms to meet 
new motor vehicle insurance conditions as they 
arise. 

Premises considered, and the fact that 
we. have had the attcntion and counsel 
of the very able representatives of the 
Insurance Division of the American Bar 
Association, and the further fact that we 
have had for many months the sympa- 
thetic co-operation of the able representa- 
tives of the various types of the insur- 
ance carriers who write approximately 
75% of the automobile insurance business 
nation-wide, makes this an appropriate 
time to adopt nation-wide uniform stand- 
ard automobile policies and endorse- 
ments. 


EQUITABLE C. & S. DIVIDEND 


Fourth Report on Affairs of Company as 
of Feb. 1, 1934, Filed with Supreme 
Court by Supt. Van Schaick 

George S. Van Schaick, superintendent 
of insurance, has mailed dividend checks 
to creditors of the Equitable Casualty 
& Surety, which has been in liquida- 
tion since January 1, 1931. Total pay- 
ments to be made over a period of a 
month will amount to $616,450. 

Holders of claims arising out of in- 
surance obligations will receive a first 
dividend of 11% upon their claims. All 
other creditors holding approved claims 
will receive a first dividend of 7%. 

The Superintendent filed with Supreme 
Court, New York County, a fourth com- 
prehensive report, audit and petition 
concerning the affairs of the company in 
liquidation on February 1, 1934. At that 
time the court was requested to author- 
ize the payment of a dividend in such 
amount as the fund in the hands of 
the Superintendent would permit after 
the final determination of liabilities. 

The report shows that a total of 19,854 
claims representing a liability of $89,- 
176,782 were filed. Preferred claims 
which had been paid up to that time 
amounted to $184,792 and claims allowed 
through offset amounted to $189,092. The 
Superintendent recommended for allow- 
ance approximately 14,000 claims aggre- 
gating $3,626,286. In addition, it was 
necessary to set up reserves tor unad- 
judicated claims in the aggregate amount 
of $2,013,732. 

In confirming the Superintendent’s re- 
port, the court also gives authority for 
the payment of additional dividends at 
the discretion of the Superintendent. It 
is anticipated that additional collections 
will be made, permitting another pay- 
ment later. 

More than 12,000 suits were pending at 
the time of liquidation against the com- 
pany on account of damage suits arising 
out of the operation of taxicabs. The 
liquidator adjusted and settled these and 
many other litigated matters arising out 
of other forms of the company’s poli- 
cies. Disputed matters were handled 
before court-appointed referees. 

The liquidation has been handled by 
Richard A. Brennan, special deputy su- 
perintendent in charge of the rehabilita- 
tion bureau, and Milton O. Loysen, as- 
sistant special deputy, with Alfred C. 
Bennett as attorney. 
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United States Fidelity & Guaranty Co, 
with which is affiliated 
Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 
AR mE La ERR en: 
RIGID RATE CONTROL SET-up 





Further Progress Made on Proposed 
Michigan Compensation Branch; My. 
tual’s Man-Hour Plan Rejected 
Several amendments in the projected 
set-up of a Michigan branch of the Na- 
tional Counci! on Compensation Insyr. 
ance are being requested by Michigan 
department authorities. The National 
Council submitted details of a plan for 
a rating, checking and inspection bureay 
at the request of a steering committee 
named at a recent conference with de- 
partment authorities and carriers’ repre- 
sentatives when it was agreed that some 
such rigid control of rates was advisable. 
While the major points in the proposed 
set-up are said to be satisfactory to the 
department several minor modifications 
are sought before definite approval is 
given. The amendments may somewhat 

delay establishment of the bureau. 

The Michigan department has made 
clear that a man-hour rating basis in 
the proposed set-up of the new rating 
bureau branch would be unsatisfactory. 
Several weeks ago the department 
learned that the Builders’ & Manufac- 
turers’ Mutual Casualty of Chicago were 
using the man-hour rather than payroll 
basis for compensation rating although 
it had filed no deviation from the regu- 
lar rating schedules. 

A request was made that the carrier 
submit data regarding the new plan and 
the man-hour schedules were accordingly 
proffered for filing. In order to nip in 
the bud any Prospective provision for 
such a plan in the new rating set-up 
the department has written the Build- 
e1s’ & Manufacturers’ definitely rejecting 
the plan. 





When you talk insurance to a man, he 
wants to know one thing above all oth- 
ers: “What will it do for me?” Selling 
is telling him.—National Agents’ Record. 





Supreme Court Approves Plan to Reorganize 
Bond Issues of National Surety Company 


The New York State Supreme Court, 
county of New York, has approved the 
plan and agreement of reorganization 
with respect to the real estate securi- 
tics guaranteed by the National Surety 
Co. The plan was proposed by Harvey 
D. Gibson, C. Prevost Boyce and John 
W. Hannon, reorganization managers. 

Judge Aaron J. Levy, before whom the 
matter originally came up, designated 
James A. Martin to conduct hearings 
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and to report on the conduct of the 
reorganization plan. The hearings be- 
gan on June 19 last and were continued 
from time to time until July 26, when 
they were closed. 

The referee’s report, which has been 
adopted and approved by Judge Levy, 
contains an analysis of the plan sub- 
mitted by the reorganization managers 
as well as an analysis of the objections 
and suggestions regarding the plan made 
by various parties who appeared at the 
hearing. 

The referee’s report declares: “The 
plan and agreement of reorganization 
dated as of May 3, submitted by the re- 
organization managers is, in my opinion. 
fair and equitable to the bondholders 
and to all other parties in interest, all 
I recommend its approval by the court. 

“Careful examination of that plan an 
of the resolutions adopted by the reor- 
ganization managers, of the personnel 0! 
the reorganization managers, of the ob- 
jections submitted in writing and of the 
objections heard orally, and of the pro 
posed alternative plans and of the et 
tire record, impels me to the conclusion 
that the adoption of the plan and agree 
ment submitted by the reorganization 
managers would make for the most ei 
cient and economic administration 0! the 
complex problem involved in the situa 
tion and an assured unitary and econ 
mic control.” 
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